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-The M-A-N 
In SalesMA Nship 


Life Insurance Selling is prima- 
rily a question of MAN-power. 
Without the MAN in Sales- 
MANship, sales slump and the 
ship sinks. The Missouri State 
Life is proud of its MAN-power. 
The Company’s 1930 program 
is largely devoted to developing 
greater MAN-power. Helping 
our men to succeed is our own 
proved highway to success. 
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INSURANCE COMPANY 





Hillsman Taylor, President Home Office, St. Louis, Mo. 
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Work With Sharpened Tools 





vember, 1929, millions of words have been written and spoken saying that which was 

not. In the winter days of greatest depression, spokesmen of industry dismissed em- 
ployes on the one hand and on the other hand told the public that hard times was fiction—a state 
of mind. The rank and file soon discerned the deception, which, however, was not reprehensible 
since it was conceived for the purpose of stimulating trade. Accordingly, now, any favorable 
analysis of commerce and finance is largely discounted. But we can make the mistake of over- 
discounting optimistic statements. 


Ti is the ring of truth to current statements that business is recovering. Since No- 


 gpennpesneinn critics are declaring that business is recovering—not a complete recovery by 
any means. But prosperity is around the corner. Securities are appreciating. Automobile 
sales are growing. Public work is being undertaken. We can believe the statement that times 
are better and that the opportunity for fighters is abundant. We can also credit the statement 
that industry for a long time will not support loafers, incompetents and excess baggage as it did 
in boom days. For the best prepared, the most aggressive, the most intelligent, the hardest 
working, and the most ambitious men in any industry there are rewards, 


OW can Tue Nationa Unperwriter contribute to the restoration of prosperity? Our 
commodities are staples for insurance, just as insurance itself is a staple. Our publica- 
tions, our services are even more useful now than in times of fluid money, for when wallets are 
full, even indifferent insurance solicitors can make something of a living. They could make a 
better living if they were possessed of that vital spark which distinguishes successful men, the 
ambition to know more about their business than anyone else in the world. Small change 
solicitors can make small change when everyone is spending and building. Now there isn’t 
even small change for small change men. There is big change in this country for those who 
are prepared to go after it. 


He Nationat UNperwriTer can prepare or at least help you to prepare to go after it. In- 

deed Tue Nationat UNperwrirer can inspire you with a desire to go after it if you will 
give Tue Nationa Unperwrirer a chance. To whatever department of insurance you have 
dedicated your life, Tuk Nationa UNnperwriter can provide the best instruments for the 
competition. Carpenters don’t discard saws when competition among carpenters becomes 
keener. The successful carpenter sharpens his instruments and gets better ones. Likewise 
indomitable insurance men are equipping themselves with more tools and better tools. Insur- 
ance is their career and they are ambitious to know more about insurance so that they can sell 
more insurance than anyone else. Hard times can’t beat these men. 


a subsequent statements, Tue Nationa, Unperwriter will describe the instruments which 
are available to insurance men and women who want to learn more about insurance so that 
they can sell more insurance than anyone else in the world. Tue Nationat UNperwriter 
will tell you about the Diamond Life Bulletins, which prepares acquisitive men to meet all cir- 
cumstances of the campaign and to keep pace with their rapidly growing industry; Essentials 
of Life Underwriting, which is a practical and tested selling course for new and old agents, 
Estate-O-Graph, which provides energetic solicitors with weapons to explode excuses of the 
day; the Life Pictorial which crusades against lapses, and the Little Gem Life Chart and the 
Unique Manual Digest, which are indispensable instruments for intelligent solicitors, 
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Life-Trust Men 
in Last Session 


Life Institute Seminar Concludes 
Year’s Research by Planning 
For Future 


JEALOUSY IS EXTINCT 





Advocates Exchange of Selling Ideas 
Between Trust Officers and Life 
Insurance Producers 


Conflict between banks and life in- 


surance now terminated, members of the 
Life Trust Institute seminar of Chicago 
in final session for the season, proposed 
methods for progressively developing 
the life-trust alliance. The seminarians 
were prominent life salesmen and trust 
oficers of nine downtown banks, who 
had graduated from the Life Trust In- 
stitute. 


Suggestions Made 


These suggestions were made for pro- 
motion of the life trust arrangement: 

1. C. E, Seiler of Marsh & McLen- 
nan warned life men not to attempt to 
usurp the functions of trust officers. The 
services are now coordinated but they 
are not identical. Both are highly spe- 
ialized and endless difficulty will ensue 
should either seek to appropriate the en- 
tire project. The business of a life man 
is to sell life insurance. After he has 
sold life insurance, he should sell his 
client the idea of presenting his problem 
to a trust officer, but the life man should 
not assume the role of trust officer. 


Educate Commercial Staff 


2% S. T. Whatley, president of the 
National Life Underwriters Association, 
advised trust officers to inspire the com- 
mercial staff of the banks with enthu- 
siasm as at least sympathy for the life- 
trust setup. Since commercial vice- 
presidents have more frequent contact 
with buyers, it is important that they 
be advocates of the plan. Too often 
this is not true. Many commercial ex- 
ecutives, uneducated in the virtues of the 
life trust, dissuade prospective buyers 
rom entering a life-trust agreement. 
Conduct missionary work in your own 
Institutions,” he said. 

3. Mr. Whatley also advised life men 
to “sell more insurance to be trusted.” 


Proposal of Roy Davis 


4 Roy L. Davis, director of the 
‘seminar and general agent for the Cen- 
tral Life of Iowa, recommended that 
high grade lawyers be induced to spe- 
clalize in life-trust affairs. There is pro- 
ound and general ignorance among at- 
torneys on the subject. If capable law- 
yers were available in this undertaking, 
the work of trust officers would be vastly 
lacilitated and the attorneys would en- 
JOY a rich harvest.. 

5. A. S. Ingersoll, assistant to the 
general agent of the Mutual Benefit Life, 
recommended a greater exchange of sell- 

(CONTINUED ON PAGE 14) 


See New Trend Developing 





Rumor That Fire Company Group Definitely Seeks 
Life Insurance Connection Points to Possible 
Important Change in Operations 





NEW YORK, April 24.—Revival of 
rumors of purchase negotiations on the 
part of one of the large fire company 
fleets for a life company to add as a 
supplement to the present fire and cas- 
ualty offerings again points to a pos- 
sible development in insurance activities 
which may have deep significance for 
life companies. There have been re- 
peated rumors in recent years that one 
or another of the fire insurance groups 
would add a life company to its rap- 
idly swelling complement of companies 
and thus be enabled to offer its agency 
organization full insurance coverage 
within the one office. Fire and casualty 
have thus been fully combined, the mer- 
gers and purchases of the past decade 
having seen a marked change in the 
agency offerings of the large home of- 
fices, both fire and casualty. 


Rumors Are Emphasized 


Now it is rumored that one of the 
leading fleets is in earnest in its search 
for a life insurance running mate. This 
follows the recent report that another 
huge fire insurance fleet was not deny- 
ing the desire to locate a good life com- 
pany which could be made a substan- 
tial running mate. The coupling of 
these rumors gives weight to both of 
them and it is certain that if either one 
of the two consummated a deal of this 
kind, the other would not be long be- 
hind in the move. This is the only step 
left in the rounding out of the company 
groups. Practically all of the leading 
fire offices now have alliances for cas- 
ualty lines, if not actual ownership of 
casualty companies, so that the one cen- 
tral organization can offer the full kit 
of general insurance coverage, with 
only the exception of life insurance. As 
almost every local agent does a large 
life business as well, this apparent drive 
to control agency premiums seems nat- 
urally to turn to the life business as 
the last gap in the dyke. 


Trend to English Pian 


Such a move, once started, would 
doubtless start a new avalanche of com- 
pany purchases, such as the past few 
years saw in the casualty insurance bus- 
iness. Every available life company 
would be closely scrutinized by the fire 
companies, for not many would care to 
be left behind in this movement, once it 
started. The Travelers and Aetna Life 
groups already offer this multiple line 
coverage, but should the two groups 
now reported active in the search for a 
life connection, actually make a move 
in that direction, it would without a 
doubt start a trend which would not 
take long to divert insurance operations 
in this country to a plane similar to that 
in England, except for corporate re- 
quirements, 


Would Mean More Capital 


Should this be undertaken, it would 
doubtless see the introduction of much 





new capital into life insurance, for the 


available life companies are not very 
numerous. The large fire groups could, 
of course, take a small, insignificant 
company from across country and build 
it up under their own direction, but if 
the practices in the casualty changes 
were to be followed, large and active 
running companies would be preferred, 
if mecessary to start the company, 
launching it with a capital and surplus 
that would guarantee early recognition. 


No Inroad Seen 


It is not likely that any such devel- 
opment would make any inroad on the 
present operating companies. It would 
intensify competition, but the probable 
net result would merely be a greatly in- 
creased aggregate production country- 
wide. The large operating mutual life 
companies could not be touched in any 
such trend and, in fact, some of them 
might make working agreements with 
some fire groups as did some casualty 
companies. But that is not likely and 
*it would seem that the only result 
would be an introduction of new life 
channels which would develop business 
not now being developed, A change of 
this nature might prove disturbing for 
a very brief period, but in the long run, 
it would doubtless prove a spur to busi- 
ness. 

Brokerage a Factor 


Another factor which points to the 
possibility of such a move and which 
has been one of the factors in bringing 
the matter to the minds of the fire in- 
surance executives, is the tremendous 
growth of brokerage life insurance in the 
past decade. In these 10 years the prac- 
tically new venture of having a life in- 
surance department in a general insur- 
ance office has swept throughout the 
country until today there are few bro- 
kerage offices or large general agencies 
that do not have such a life department. 
Some of them are of huge proportions, 
ranking with leading life insurance gen- 


eral agencies. This has attracted the 
fire insurance men, who are always 
eager to develop any new premium 


channels, 
Closer Alliance Is Seen 
Precedent in this country has rather 
set life insurance aside as a department 
totally removed from all other cover- 


ages, but the hand-in-hand growth of 
life insurance with fire and casualty 
lines in these large brokerage offices 


has shown the same close alliance in 
this country as has always been seen in 
England. Due to the gigantic propor- 
tions of the existing life companies, 
there is no danger of a parallel to the 
English situation developing here, but 
it is not at all impossible to imagine 
the fire and casualty groups adding life 
insurance departments in the form of 
separate companies to pick up whatever 
life business may be available in the 





offices of their regular agency connec- 
tions. 





Ask Repeal of 
Transfer Levy 


Group Seeks Death of Estate, 
Income Tax on Reassigned 
Policies 


MERGERS FORCE ISSUE 
Unable to Find Method of Dodging 
Impost, Crusaders Want Obnox- 
ious Law Revised 


Agitation is being conducted for re- 
peal or revision of the law governing 
federal estate and income levies on re- 
assigned business insurance. Those be- 
hind the movement are hopeful of suc- 
cess. The campaign has been under- 
taken because the problem of how to 
transfer business insurance policies is 
being increasingly projected in this day 
of industrial consolidation and the prob- 
lem is greatly confused by the tax law. 
Although the import of the law is in 
controversy, it seems to levy an income 
and estate tax against transferred poli- 
cies in the years of their maturity. Only 
the cash consideration paid at the time 
of reassignment and the subsequent pre- 
miums paid are exempt from these 
levies. 

Outgrowth of Treasury Ruling 


The present law is an outgrowth of a 
Treasury department ruling, and it has 
never been construed by the courts. In- 
surance tax experts are not able to 
fathom its provisions and lawmakers 
themselves have no defense for its logic. 
If the law were strictly construed, some 
tax authorities believe that reassigned 
policies in which the beneficiary has an 
insurable interest would be exempted 
from income and estate assessments. 
Only the purely gambling contracts 
would be assessed, according to this in- 
terpretation, 


Compromise Is Possible 


Crusaders for repeal of the law, it is 
said, would be satisfied with a compro- 
mise statute, which would indubitably 
eliminate insurance in which the assignee 
held an insurable interest from the 
burden the income and inheritance 
taxes. 

So little faith have most life agents in 
the interpretation which exempts as- 
signees with insurable interest that they 
are experimenting in an attempt to dis- 
cover a fool-proof defense against the 
law. Many agents, however, are frankly 
bewildered, and they confess that there 
is no solution for their clients. 

One specialist recently was presented 
with the problem of a company execu- 
tive who owned $4,000,000 of insurance 
payable to his corporation. He desired 
to assign the policy to a subsidiary cor- 
poration, but he wanted to avoid the 
possibility of the subsidiary being forced 
to pay income and inheritance taxes on 
the proceeds. Under the law it was 

(CONTINUED ON PAGE 14) 
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Equitable Has 
New Department 


Forms Underwriting Division, to 
Assume Full Control of 
Risk Selection 


MURPHY TO HEAD WORK 





Prominent Actuary Made Vice-Presi- 
dent in Charge of the Newly 
Created Unit 


NEW YORK, April 24—Another of 
the leading companies has given official 
recognition to the new position of the 
underwriter, the Equitable Life of New 
York having created an underwriting 
department which will have complete 
supervision over the bureau of issue, the 
medical department and the inspection 
bureau, naming Ray D. Murphy as vice- 
president in charge. This important 
step follows the practice of several of 


the companies during the past two or 
three years, the underwriting head hav- 
ing been raised to one of the chief arms 
of the business instead of the lesser divi- 
sion it was for many years. 


Long in Development 


The company has been developing its 
underwriting machinery in the past few 
years, giving far closer scrutiny to ques- 
tionable risks than was accorded for- 
merly, The underwriting was put un- 
der a second vice-president and actuary 
a few years ago and has since then 
reached out in its work to incorporate 
the activities of all related units. This 
is now consolidated in a definite under- 
writing department, with control over 
selection and the details of work leading 
to selection. Within two years the Aetna 
Life, the Mutual Life and several others 
have taken similar action, in general 
recognition of the growing importance 
of selection of risks, notably in the case 
of larger policies. 


Murphy Eminent Actuary 


Ray D. Murphy, who becomes vice- 
president in charge of the new depart- 
ment, is one of the outstanding men in 
actuarial ranks. He is secretary of the 
Actuarial Society and is recognized 
among his confreres as one of the 
keenest students of the day on actuarial 
subjects. He has been with the Equit- 
able Life for 17 years and has been 
actively engaged in actuarial work since 
his graduation from Harvard in 1908. 
His earlier experience was with the 
Massachusetts Mutual and in 1913 he 
joined the Equitable as assistant actuary. 
He was named associate actuary in 1919 
and in 1923 was made second vice-presi- 
dent and actuary, being given super- 
vision of selection. He was elected vice- 
president at last week’s meeting and now 
heads this new department with its 
wider scope. 


Will Conduct Course in Cincinnati 


The Cincinnati association of life un- 
derwriters has arranged to present the 
Rockwell course from Sept. 30 to Oct. 
18. This will be the fourth consecutive 
year in which Dr. Charles J. Rockwell 
will conduct his school in Cincinnati. 

Classes will be held morning and 
afternoon during the period of the 
course. Among the large divisions of 
subjects are, “Functions and Services of 
Life Insurance,” “Principles and Prac- 
tices of Life Insurance Salesmanship,” 
“Planning and Prospecting,” “Modes of 
Paying Proceeds,” “Trusts, Executor- 
ships and Taxation,” and “Case Analysis 
and Insurance Programs.” 














Heads Department 








RAY D. MURPHY 


Ray D. Murphy heads the new under- 
writing department of the Equitable Life 
of New York with the title of vice-presi- 
dent. He is an eminent actuary and is 
well equipped for his post. 








Insurance Premiums Help 
Develop Nation’s Business 





NEW YORK, April 24.—‘“The increas-‘ 
ing amount of money being put aside in 
life insurance premiums is by no means 
being withdrawn from circulation,” says 
Thomas A. Buckner, vice-president of 
the New York Life. 

“The very opposite is true. Life in- 
surance companies immediately invest 
their funds in interest bearing securities, 
thus making available, in the aggregate, 
a huge sum which is used to finance im-, 
portant public works, to provide new 
equipment for railroads and industries, 
to enlarge the scope of various public 
utilities, and in general to help develop 
the industry and trade of the country. 

“Business is stimulated as credit ex- 
pands, and credit expands as the people’s 
savings grow, because their capital must 
be put to work at interest. Those of us 
who are saving money to put into savings 
accounts or to pay insurance premiums 
are not only directly benefiting ourselves 
and our families, but are also helping to 
create funds that are most useful in 
business.” 


Parkinson to Pay Special 
Visit to Chicago Agencies 





President Thomas I. Parkinson of the 
Equitable Life of New York will visit 
Chicago for the first time since he suc- 
ceeded the late William A. Day and will 
address ‘Chicago agents for the first 
time at a luncheon Friday noon closing 
a month’s campaign of the central de- 
partment which was part of the national 
drive for business in honor of Secre- 


‘tary William Alexander of the Equit- 


able who recently completed 60 years 
service, 

Some 300 agents of the central de- 
partment have qualified to hear their 
president’s address, which will be the 
principal feature of the luncheon. Agency 
managers and their assistants also will 
attend. The campaign in Chicago terri- 
tory has been carried on under direc- 
tion of William M. Rothaermel, super- 
intendent of agents central department. 
Approximately 40 percent increase in 
written business over March was re- 
ported. W. W. Klingman, second vice- 
president, will accompany Mr. Parkin- 
son. The two expect to return to New 





York Friday night. 


New Increase in 
Stock Speculation 
Calls for Work 


NEW YORK, April 24.—Life under- 
writers have a deal of educational work 
to undertake in stabilizing the invest- 
ment mind of the public and safeguard- 
ing life insurance interests, if the cur- 
rent reports of financiers and econo- 
mists are to be given credence. Reports 
on the first quarter of 1929 indicate that 
the stock market has again been swept, 
this time quietly and not violently as 
yet, into the arms of public speculation 
and the rise in prices of the past few 
weeks has been from this source and not 
from those who have studied basic con- 
ditions and related financial factors. 











Is Greatest Competitor 


Further, some of the forecasters see 
indications of some trouble ahead, if the 
market should continue on its upswing, 
for it has accumulated a momentum 
that would make the 1929 speculative 
orgy seem small. Even as it is, some 
shares have equalled their 1929 peak 
prices, with no seeming justification in 
the industrial or financial markets. The 
only solution thus far offered is that the 
untrained lay speculator is again in the 
market, untouched by the crash of 1929. 


Work for the Life Man 


This would indicate that life’ under- 
writers could do the financial world a 
great good, as well as undertaking a 
great conservation work on their own 
behalf, if they should undertake to dis- 
suade many who are again playing the 
market from endangering their estates 
in that manner. Life insurance sales 
have increased in this quarter of dull 
business, but much potential damage to 
the business could be created in another 
wave of stock market speculation. This 
is the greatest present day competitor of 
life insurance and many are recognizing 
this in their sales efforts. 


Mortality Ratios and 
Group Insurance Effect 





The 1930 Little Gem Life Chart table 
of actual to expected mortality shows 
the Union Labor Life of Washington, 
D. C., to have had a mortality experi- 
ence during 1929 of 93.4 of the expected 
or tabular mortality. This being high 
for a new company, an explanation is 
in order. Vice-President and Actuary 
Rainard B. Robbins states that it is due 
to about 90 percent of the business be- 
ing group on the one year term plan. 
It is well understood that the ratio of 
actual to expected mortality for group 
business is very much higher than cor- 
responding ratios for individual busi- 
ness. Mr. Robbins states that the 
method used in the gain and loss ex- 
hibit for gaining the figures of expected 
mortality is “an accounting method” and 
expresses his belief that a careful calcu- 
lation. of expected mortality on indi- 
vidual business would make an “entirely 
satisfactory figure.” 





Change in Singapore Agency 


After 30 years of service with the 
Manufacturers’ Life of Canada, F. S. 
Evans has retired as manager for south- 
eastern Asia. His first connection with 
the company was in Ontario in 1903. 
Later he made several trips to the far 
east, and took over the management of 
southeastern Asia at Singapore on the 
retirement of H. H. Horsey. Through 
his efforts there is now $5,500,000 of 
business in force in that territory. 

H. W. Shook, resident secretary at 
Singapore, has been appointed acting 
manager. Mr. Shook’s entire insurance 
experience has been with the Manufac- 
turers’, starting at head office, followed 
by service at several points in Canada, 
and at Singapore since 1927. 





Colgrove’s Plan 
Is Held Illegal 


New York Department Declare; 
System Violates Insur- 
ance Law 





LIFE MEN ARE WARNED 


Official Holds That It Is Against Pub. 
lic Policy to Permit the Ar- 
rangement 


NEW YORK, April 24.—Superinten- 
dent Albert Conway has held that the 
plan known as the C. W. Colgrove Sys. 
tem, or “club plan” of operation is i- 
legal in New York and that the depart- 
ment will act against any agent using it. 
Because of many inquiries from the field, 
the department investigated this sys- 
tem which has sprung up recently and 
this week answered those inquiries as to 
operating it in New York state. 

Holds It Against Public Policy 


The superintendent after giving the 
matter careful study, especially the so- 
called trust arrangements under which 
the insureds agree to name a reputable 
trust company to control their policies 
for a period of five years and where in 
case of the insured’s death during that 
period 25 percent of the policy proceeds 
are to be paid to the survivors of the 
group and the remaining 75 percent to 
the insured’s beneficiary, states “I am 
of the opinion that it would be against 
public policy to permit the operation of 
such a proposed plan, inasmuch as the 
members of the group would as a body 
have no insurable interest in the con- 
tinuance of the life of an individual 
member. Their only interest would be 
in the death of such member. The bene- 
fits of such a plan would undoubtedly 
be exaggerated to further the sale of the 
contracts and the purchasers thereby de- 
ceived. 


Feels Abuses Would Follow 


“A careful analysis would indicate 
that the death claims which would occur 
within the first five years would provide 
a sum depending upon the ages of the 
members of the group of approximately 
5 percent. In other words during the 
first five years of the policy an insured 
might pay approximately 95 percent o! 
the standard net cost of insurance and 
in return be insured for 75 percent o! 
the face value of the policy. Life insur- 
ance would suffer from the abuses inci 
dent to exaggerated sales talk which 
would not be compensated for by the 
small benefit to be derived by the mem- 
bers of the group. 


Tontine Element in Contract 


“There is a tontine element in_ the 
proposed contract to which some of the 
objections could be made as to the ton- 
tine system of dividends now prohibited 
by the New York insurance law.” 

In addition to this the superintendent 
holds that any agent who uses the s0- 
called plan as an inducement to the 
taking of an insurance policy is violat- 
ing the law which prohibits any induce- 
ment not set forth in the policy. 


Sun Covers Kelvinator Employes 


The Detroit office of the Sun Life 0! 
Canada has written a life group policy 
covering the 4,000 employes of the Kel- 
vinator Corporation and its subsidiaries, 
totaling about $9,000,000 of insurance 
In addition to life insurance, the policy 
covers health and accident benefits wnt 
ten jointly by the Sun in cooperatio® 
with the Zurich. 
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Disability to 
Be Big Topic 


Medical Section Program to Pre- 
sent Valuable Symposium of 
Varied Viewpoints 


CLOSETOTIMELIMIT 


Meeting of American Life Convention 
Division at Colorado Springs June 
4-6 to Be Interesting 


Disability is to take an important part 
on the program of the Medical Section 
of the American Life Convention, which 
will meet at Colorado Springs June 4-6. 
The program is unique in arrangement 
and notable in character of its speakers. 
Emphasizing of the problem of disabil- 
ity is fitting and timely in view of the 
fact that June is the last month before 
life companies put in effect the new uni- 
form disability clause. 

Dr. Henry W. Gibbons, chairman of 
the Medical Section, and Dr. Harry W. 
Dingman, chairman of the program com- 
mittee, have set aside the major part of 
Friday morning, June 6, for an ambitious 
symposium on this perplexing problem. 


Dr. Foshay to Contribute 


Dr. P. Maxwell Foshay, second vice- 
president and manager of selection of 
the Mutual Life of New York, will give 
some “Comment on Disability Insur- 
ance.” Dr. Foshay has been in charge 
of the inspection department of the Mu- 
tual Life for many years and has an un- 
usually fine understanding of personal, 
as well as medical, phases of the risk. 
He is a recognized authority on the 
subject, having made an _ exhaustive 
study of personal characteristics of ap- 
plicants for large amounts of insurance, 
as well as of disability applicants, and 
his address will be a high spot. 

Disability is of vital interest to almost 
every department of the business, and 
each approaches the problem with a dif- 
ferent attitude. Persons who are con- 
cerned with the problem, for instance, 
are the actuary who makes the rates and 
the agent who sells disability, the man 
who pays indemnities and the executive 
who outlines company policy, the in- 
Spector who inquires what sort of man 
the applicant is and the medical director 
who brings together complete data in 
the home office, the medical examiner 
who actually sees and talks to the ap- 
plicant, and the policyholder himself. 


Symposium of Brief Talks 


So the program committee has ar- 
ranged that each of these attitudes shall 
be expressed in short, terse talks of 
Seven minutes each before the conven- 
tion is thrown open for general discus- 
sion. The idea is unique and is bound 
to arouse a widespread interest. 

Nelson Bagley, assistant actuary 
Travelers, will present the attitude of 
the rate-maker. J. Stanley Edwards, gen- 
eral agent Aetna in Denver, former 
President National Association of Life 
Jnderwriters, will present the field view- 


mae Louis L. Graham, Business 
Men’s Assurance of Kansas City, secre- 
tary International Claim Association, 


will discuss results of disability insur- 
ance from the claim angle. Francis V. 

eesling, vice-president and _ general 
counsel West Coast Life, San Fran- 
cisco, will talk on the general company 
attitude in outlining company policy on 
this form of coverage. 


Others on Speaking Program 


noone J. King, president Hooper- 
gr se Bureau, New York, will discuss 
the desirability and difficulty in learning 
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DAY 


c. C. 


C. C. Day, general agent in Oklahoma 
for the Pacific Mutual, is being urged by 
the Oklahoma Association of Life Un- 
derwriters as a candidate for national 
president. A committee has been ap- 
pointed to advance the campaign. 





Whatley Agency Closes 
Two Large Group Cases 





large group cases have been 
closed by the group department of the 
S. T. Whatley general agency of the 
Aetna Life in Chicago, both additionals. 
One amounts to $3,750,000 on approxi- 
mately 3,500 lives in the Peoples Gas, 
Light & Coke Company and its sub- 
sidiaries, making the total group of that 
organizaiton carried in the Aetna now 
$14,000,000. The new insurance is con- 
tributory, where the older plan is non- 
contributory. The other case amounts 
to $750,000 on employes of the Southern 
Sugar Company, subsidiary of the Celo- 
tex Company, raising the total carried 
by that corporation to $1,100,000. The 
Whatley office now has approximately 
$250,000,000 group in force, according to 
Boyce Thomas, home office group di- 
vision representative in the agency, and 
so far this year has closed about $6,000,- 
000 group business. 


Two 


Bankers Life Announces New Contract 


New contracts with a provision for 
non-forfeitable renewals were announced 
simultaneously April 19 to all salesmen 
of the Bankers Life of Iowa as they were 
assembled at agency meetings in the 63 
agencies of the company. April 19, the 
date of the 63 agency meetings, was ob- 
served as a “red letter day” throughout 
the Bankers Life field organization in 
connection with the “April Appreciation 
Club,” which was promoted by the home 
office to give salesmen an opportunity to 
show their appreciation to their agency 
managers. 








about personal life of applicants. Charles 
R. Henry, medical director Provident 
Life & Accident, Chattanooga, will dis- 
cuss general perspective a home office 
underwriter must have as he reviews for- 
mal papers. Dr. Charles H. Pope, a 
physician of wide insurance experience 
in St. Louis, will emphasize the value an 
examiner has over and above reporting 
on the physical condition. 

The symposium will close in its formal 
aspect with a seven-minute viewpoint of 
the buyer of insurance expressed by 
Frazer Arnold, prominent Denver at- 
torney. Discussion will then become 
general from the floor. It is expected 
that this feature of the program will be 
unusually informative and interesting be- 
cause of the many viewpoints expressed. 





Fisher Urges Companies 


to Handle All Proceeds 





Life insurance companies, and not 
trust companies, are the logical and best 
medium for administering policy pro- 
ceeds, and should extend this service far | 
beyond present practices, Dr. Martin 
Fisher, professor of physiology at the 
University of Cincinnati, declared in a | 
highly diverting and thought provoking | 
talk at the Columbia Life’s agency meet- 
ing in Cincinnati. 

“The record of insurance companies, 
both mutual and private, in the United 
States for the past 30 years is unequalled 
in honestly and efficiency, by anything 
else like it,” he says. “To invest in an 
insurance company is a safer place to 
put your money than in the so-called 
savings banks which they tell you are 
unbreakable, but which I know are not. 


Lump Sums Are Targets 


“Now I think that life insurance com- 
panies could do rightly, much beyond 
what they are doing already. After a 
life insurance company pays out the cap- 
ital which it is obligated to pay out, say 
from the death of an individual, what 
becomes of it? And I think what be- 
comes of it is a very sad story. Be- 
cause agents, brokers and bankers are all 





looking for this grand thing they call 
capital. All other enterprises pay out 
something which may be money or 
which may not be money, if you try to 
convert it into something. If life insur- 
ance companies were to try to carry on 
the job I think it would help our com- 
munities an awful lot, 

“I think they ought to take an interest 
in what happens to the small life insur- 
ance holders when the undertakers get 
through with the remains. If a man has 
a life insurance policy of $100,000, then, 
of course, he gets a bronze casket, but I 
think it is still one of the horrid grafting 
games of our modern civilization, and if 


the life insurance companies would take | 
some protective measures toward that | 


money, some heirs would be greatly 
benefited. 

“Now I say that when this money is 
paid over 
for funeral expenses or to the govern- 
ment when large interests are involved— 
what might be done when anything is 
left over? The insurance companies have 
a second job there. That is, the ability 
—or the better ability—of the insurance 
company to continue its trust hold upon 
such capital, than any other organiza- 
tion. 

“The security is greater. 





Whatever 





Aetna Life Group Men in 
Meeting at French Lick 








Home office group division representa- 
tives of the central and eastern divi- 
sions of the Aetna Life and several gen- 
eral agents met at French Lick Springs, 
Ind., in a group conference. J. E. Grif- 
fith, Jr., secretary of the group division, 
was chairman the first day, when S. T. 
Whatley, Chicago general agent and 
president National Association of Life 
Underwriters, gave an address, as did 
E. E, Cammack, vice-president and actu- 
ary. I. F. Cook, superintendent of the 
group division, was chairman the second 
day, when W. B. Thomas, general agent 
at Pittsburgh, and H. S. Beers, associate 
actuary, spoke. The trend of the confer- 
ence was concentration on larger number 
of cases rather than on larger cases, and 
conservation of business in force. One 
session was devoted entirely to group 
pensions, or old age insurance. 





Two Chicago Offices Move 


The Samuel T. Chase agency of the 
Connecticut Mutual in Chicago moved 
from the Continental-Illinois Bank 
building Wednesday to new quarters in 


such money as does not go | 








capital may be left over after a certain 
portion is given to the beneficiary may 
be held on some interest basis. You can 
call it an annuity or you can count in 


| the capital and pay it off in the way of 


so-called annuity. If the life insurance 
companies were to urge this thing upon 
the public, it would be to the benefit and 
the material interest of the public. I 
saw the other day a statement of the 
large estates three years after they were 
left and they have shrunk to one-half 
the value at the time the estates went to 
probate. 

“You will say that the carrying cost 
is large. I don’t care what it is. It is 
still infinitely less than the charges made 
by any other organization, private or 
public, to which this individual may turn 
for the protection which he seeks. 


Differs With Bankers 


“I have found among bankers the 

most stupid of men. The things that 
they bring up and furnish you as sound 
economic thought is something that I 
got over at the age of either 9 or 10. 
One of their ideas is the sacredness of 
capital. 
_“Those who come to see me are very 
likely to see that I am a very highly 
successful professor—which means that 
I have an income of $6,000 net. They 
look around and see all my beautiful and 
valuable books and my shiny glass ap- 
paratus and@ think that here is some- 
thing they can capitalize on. 

“Now the point I am trying to make 
to you is that the whole shooting-match 
isn’t worth 10 cents—and if you know 
the price of furniture after the various 
discounts are taken off—I mean the 
wholesalers and the retailers, etc.—and 
then converted into second-hand furni- 
ture, not antiques, the stuff is nothing at 
all 

“Paper” Estates Are Fickle 


“Every stock interest is exactly the 
same thing. Men will not see it, but if 
they would, they would be clear as to 
the percentages, decrease, increase and 
capital gain. Those things are as fickle 
as the clouds. What I am trying to say 
is that paper organizations, as I call 
them, are of no value, and yet it is paper 
organization that is sold as the very 
background of our so-called sound cap- 
ital. 

“If I had but $1,000 to invest, I would 
rather have it in life insurance than in 
any other commodity.” 








the One La Salle Street building, just 
completed. The Julius H. Meyer gen- 
eral agency of the New England Mutual, 
which has been for some time in suite 
1308 Continental-Illinois Bank building, 
will move May 1 into the old Connecti- 
cut Mutual quarters on the same floor, 
suite 1380, giving practically double the 
former space. 





American College Meets 
August 2 to Grant Degrees 





The next meeting of the execu- 
tive committee of the American 
College of Life Underwriters will 
be held in Philadelphia Aug. 2, ac- 
cording to President Ernest J. 
Clark. Candidates who success- 
fully pass the chartered life under- 
writer examination June 19-21 will 
be approved and recommended for 
the C. L. U. degree. 

Approximately 400 life under- 
writers and students throughout 
the United States, Japan and 
China, according to Mr. Clark, are 
now preparing for the C. L. U. ex- 
aminations. 
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A 
SELF- 
STARTING 
HOME 
OFFICE 


No insurance man wants to 
be connected with a company 
that is like a machine waiting 
to be cranked. 

The home office of the In- 
ter-Southern Life sends a con- 
tinual stream of creative ideas 
out to its men in the field--- 
prospect lists, sales methods 
and suggestions, attractive 
policy forms, and so on. 

And there is the daily co- 
operation that is possible in 
a company large enough to 
command respect, but not too 
large to permit close relations 
between home office and field. 

The Inter-Southern invites 


ambitious men into its family. 
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CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 
























New Plans Aid 
in Rapid Growth 


Bankers National Life Making 
Progress Under Expanded 
Organization 


WRITING LARGE VOLUME 


Three Departments, Introducing Inno- 
vations, Give Sales Much 
Impetus 


JERSEY CITY, J., April 24— 
Great strides are being made by the 
Bankers National Life of Jersey City, 
which recently moved into its new home 
office building here, following the 
merger of the three Bankers National 
Life companies into the one organiza- 
tion, and three new department are now 
operating at full pace, bringing to the 
company of themselves more business 
than the three companies did prior to 
the change. These new departments, in 
process of organization for the past two 
years, are now functioning at full speed 
and will put many millions on the books 
before the end of the year. They are a 
reinsurance-group department, a_ bor- 
rowers’ protection insurance plan and a 
dollar-a-month-program. 


Reinsuring Groups 


The reinsurance department, which 
has, perhaps the greatest opportunity 
before it, is under the management of 
Vice-president Julio M. Steinacher. It 
has been operating for some time, but 
has now launched out on a huge cam- 
paign, with many huge groups in pros- 
pect. It writes a plan which is rein- 
surance, but offers to groups the equiva- 
lent of group insurance. It specializes 
in death benefit plans of associations 
and small groups for whom regular 
group insurance is not available. 


Death Benefit Plan 


The group formulates a death benefit 
plan, with individual protection of any 
amount desired up to $10,000 and with 
the insurance benefits divorced from the 
association activities, so that it is not 
fraternal insurance, This risk is then 
reinsured in its entirety by the Bankers 
National on any plan desired, term or 
whole life. The rates are very reason- 
able, a plan offering coverage at quar- 
terly rates of $1.82 per $1,000 at age 30. 
It applies to any type of group, a den- 
tists’ association recently being covered 
and a family group, with extensive mem- 
bership, arranging such a plan. Lines 
up to many millions individually are 
written and this opens a huge new field 
of operations. It has a wide brokerage 
appeal. 

, Brrowers’ Protection 


Another important new division, which 
will close this year writing at a rate 
of over $2,000,000 monthly, is the bor- 
rowers’ protection department, under 
the management of Arthur C. Ward. 
This is protection for borrowers, writ- 
ten usually in conjunction with real 
estate purchases, personal loans at banks 
or installment purchase plans. Arrange- 
ments are made with the central financ- 
ing organization to issue the policies 
on varying term plans, according to the 
nature of the deal and a reducing value 
policy is written. 


Gives Inexpensive Coverage 


For ages 18 to 45, a policy for $1,000 
for a three month term would be written 
for $3.40. It gives a very inexpensive 
coverage which guarantees the comple- 
tion of the purchase plan or loan re- 
financing. To illustrate, all sales of the 
National Radiator Company were re- 
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Left to right—C. Lester Estes, Hunte 


Prickett, A. J. Vicars, Wayne T. L 
lin, William Golden, Arthur Van De 
L. M. Sprinkle. 


This is a group of seven Oklah 
stars of the Royal Union Life of 
Moines. When the Oklahoma Life 
derwriters Association held its an 
sales congress at Oklahoma City, « 


the interesting features was a parade ¢ 


all the salesmen in the state who 


paid for more than 100 applications in 
1929. R. E, Leonard, state manager o 


the Royal Union Life for Oklahoma, 


troduced to the congress seven men in 


his organization who had done this. 


Lester Estes, who led the entire Roya Ws 
Union Life agency force in personal pro- 
duction last year, his business close 
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$1,000,000, topped the crowd with 3% 

applications. “We a 
———— fe NOC. A 
cently covered by the Bankers National ered “ 
this arrangement alone bringing in a Sie 
huge line of coverage. The plan im “% 
rapidly growing and it will probably pufme = 
$2,000,000 of new business on the books — — 
monthly well before the end of this year, Oo Deler 
the April business not falling far below Bae 
that level. van : 
day he + 

Dollar-a-Month Plan age. If 

The other new development is the partion 
dollar-a-month plan, under the manage” “a _ 
ment of John W. Weber. This depart ma! ” 
ment writes borrowers on a different ge "Ould » 
plan, giving regular insurance as 2 ne _ 
thrift plan, not connected with the loan —— 
or financial transaction. Regular life es 


forms are issued, but they are given in dav. W 


varying amounts, measured by the pur 
chasing value for the applicant of one 
It thus o- 
fers a plan along the lines of industrial 
insurance, but giving ordinary insurance, 


dollar to be paid monthly. 


at ordinary rates. 


Has Many Connections 


It has connections with 197 loaning 
20 states and this plan also Then 
has developed to practically the $2,000; 
It paid for $19,000; “The 
000 in 1929 and will pay for over $25;B year 
000,000 in 1930. The policies issued at® f,.- 
participating and there ds a special a 


offices in 


000 monthly basis. 


rangement for policy value increase 
the second year and thereafter. 
stance, 


accruing in addition to that. 


For it 
at age 15, one dollar monthly 
buys $70 in ordinary, which becomes 
$875 after the first year, with dividends 
At age 30, “We 
the first year value is $540 and there . 
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Hart Speaks in Chicago tion.” 

The Alexander E. Patterson genera 

agency of the Penn Mutual at Chicag® C: 
held a sales conference April 22 attendeé Direc 
by 60 agents. They were addressed by Toront. 
Vice-president Hugh D. Hart, Vince™h aoe, 
B. Coffin, director of education, Ja™®F 7 Comme 
Preston, home office represet itative; which a 
John_A. Stevenson and Dorion o the apy 
ing, Philadelphia and New Orleans 8™ >) membe, 
eral agents, respectively. ver th 
mercial 

Th y 
Insurance Men on Whalen Committee tah : 
Darwin P. Kingsley, president of 7) "ow a: 
New York Life, and Joel Rathbone, vit [7 0,000, 
chairman of the board of the Nation _ 
Surety, are members of the citizens Mutual, 


“ee f A 
committee of New York City, forme! 


give a testimonial dinner to Police Yor 
York 


missioner Grover Whalen of New 


ident, 
$2,250.0 
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New Rule Laid Down As 
to When Age Is Changed 





RULING OF OKLAHOMA COURT 


Kays Person Is Not Over 55 Until Age 
56 Has Been Reached—Validity 
of Policy at Issue 


OKLAHOMA CITY, April 24.—The 
(Oklahoma supreme court, in an opinion 
oi great importance to life companies, 
ot those dealing with life companies, 
holds that a person is not “over” a cer- 
tain age until his next birthday has been 
reached. The Royal Union, a mutual 
nenefit association of Muskogee, issued 
a policy for $1,000 under authority of an 
Oklaho ma law, which provides that the 
limit of age of persons to whom benefit 
certific ates may be issued shall not ex- 
ceed 55 years. 

It was contended by the association 
that the certificate was void because the 
insured was over 55 years old when it 
was issued. The evidence showed that 
she was 55 years and 4 months of age. 
The court holds the vital question is: 
“Was she then over 55 years of age 
within the meaning of the act in ques- 
tion?” On this point it says: 

Not Over 55 Until 56 


“We arrive at the conclusion she was 
not. A person is ordinarily not consid- 
ered over 55 years of age until he ar- 
rives at the age of 56. It may safely 
be said that it is universally so under- 
stood and it occurs to us that this must 
have been the sense in which the lan- 
guage was used by the legislature. 
“Defendant contends that the very 
moment one passes his or her 55th birth- 
day he or she is then over 55 years of 
age. If this contention be correct, the 
question naturally arises: At what period 
ina man’s life would be be said to be 
oly 55 years of age? He certainly 
would not be that age until he reaches 
his 55th birthday. If the contention of 
defendant be correct no one could legally 
give his age as 55 years one hour or one 
moment after he passes his 55th birth- 
day. We cannot believe that the leg- 
islature intended that the act should be 
so construed, but on the contrary are 
of the opinion that the language used 
should be construed in its ordinary sense 
and be given its ordinary meaning. We 
prefer to so construe it, and in so doing 
afrive at the conclusion that insured was 
not over 55 years of age at the time the 
certificate was issued.” 

Then the court quotes section 3557 
of the compiled statutes: 

“The word ‘year’ means a calendar 
year, and ‘month’ a calendar month. 
Fraction s of a year are to be computed 
by the number of months, thus: Half a 
year is six months. Fractions of a day 
are to be disregarded in computations 
Which include more than one day, and 
involve no question of priority.” In con- 
cluding its ruling the court says: 

“We think it was not the intention 
of the leg gi islature, in enacting this stat- 
ute, that waetene of a year should be 
consider: and there is no language 


_, in % act indicating such inten- 
ion 


Canadian Companies Merge 


Direct rs of the Confederation Life of 
Toronto 1 lave entered into a reinsurance 
agreement with the directors of the 
Commerci al Travellers Mutual, under 
: which the Confederation Life, subject to 
the approval of the shareholders and 
members of the two organizations, takes 


Ver the entire business of the Com- 
merci al Travellers Mutual. 
tie} he Confederation Life was estab- 
hed 1871, Its insurance in force 
100 Oe ounts to approximately $350,- 
000'000' with total assets of over $75,- 
Matus! _The Commercial _ Travellers 
os f which S. M. Sterling is pres- 
went, was incorporated in 1881. It has 
ad tome, insurance in force and assets 





Program for Pennsylvania 
Insurance Days Announced 





LEADERS HOLD LUNCHEON 


Well Rounded Series of Addresses for 
Annual Event May 5-7 Is 
Arranged 


PHILADELPHIA, 
Insurance Federation of 
held a get-together luncheon 
which William H. Kingsley, 
was toastmaster—at which 
Pennsylvania Insurance Days, 


April 24.—The 
Pennsylvania 
here, at 
president, 
plans for 
May 5-7, 





were outlined. William S. Diggs, of 
Pittsburgh, and James C. Murray, gen- 
eral chairman of the event, were 
speakers. 


The general program has been com- 
pleted but only one of the round table 
programs, the industrial life conference, 
has been arranged. The general pro- 
gram is: 

First Day 

President’s address, William H. Kings- 

ley, vice-president Penn Mutual Life. 
Afternoon 

“The Meat of Salesmanship Without 
the Squeal,” O. J. McClure, Chicago. 

“What Are You Working For?” Wade 
Fetzer, president Fidelity & Casualty. 

“Federation Half Hour,” Mr. Kingsley. 

Vocal solo, Miss Lucetta F. Parker. 

“John Jones, the Insurance Agent, as 
the Company Sees Him,” R. N. Allen, as- 
sistant superintendent Travelers. 

“John Jones, the Insurance Agent, as 
He Sees Himself,” E. Paul Huttinger, 
assistant to vice-president Penn Mutual. 

Evening 
Steamboat cruise on the Ohio river. 
Second Day 

Dutch Breakfast — Introduction of 
speaker by Charles H. Holland, president 
Independence companies. “Compulsory 
Automobile Insurance, the Mistake in 


Massachusetts,” by William S. Diggs, 
president Hoover & Diggs Company, 
Pittsburgh. 

Morning 


Introduction of speakers by E. E. Cole, 
Jr., second vice-president National Union. 

“Actually Making the Sale,” O. J. Mc- 
Clure. 

The Meaning of Fraternalism,” Tom 
L. McCullough, national president, Prae- 
torians. 

“The Business Man and His Trade As- 
sociation,” Dr. Hugh P. Baker, manager 
trade association department, chamber 
of commerce. 

“Contract Bonding,” Charles C. Conlon, 
vice-president United States Fidelity & 
Guaranty. 

Industrial life conference. 

Afternoon 


Round table conference (life, fire, cas- 
ualty, surety, commercial health and ac- 


cident, mutual fire, fraternal, claim ad- 
justers). 
Evening 
Banquet and dance, James F. Burke, 


toastmaster. (Speaker to be announced.) 
Third Day 
Gold, baseball and other entertainment. 
Women's program: Monday, bridge 
luncheon, William Penn Hotel, steam- 
boat cruise on Ohio river; Tuesday, auto- 
mobile tours; Wednesday, shopping tours 
and theatre party. 





Illinois Life Drive 

Agents of the Illinois Life will par- 
ticipate in the annual May drive which 
gets under way next week. Special 
plans have been arranged for the 1930 
production effort and will be announced 
before the first of the month. The May 
drive, which has been an annual event 
since 1909, is conducted in honor of 
James W. Stevens, founder of the IIli- 
nois Life, who is chairman of the board. 





New York Life Sets Record 


The New York Life the first quarter 
of this year wrote new insurance of $289,- 
786,000, the largest volume of business 
secured by the company in any three 
months period, and an increase of $45,- 
600,000 over the first quarter of last year. 














Says the Man at the Wheel 


S ~ 





“It’s the set of your sails that deter- 


mines where you're going. 


“The wind blows from one direction, 
yet some ships go east and some go west; 
others sail north or south. 


“After all, it’s the set of your sails that 
counts.’ 


, . Pilot’s sails were set in the right di- 
rection during 1929. 


The results speak for themselves: 


Paid-for Business in Force at 
end of 1929...............$103,601,195 


At end of 1926............+-- 96,247,953 


New business, including reinstatements and 
increases, during 1929..........$29,433,594 


----- Again the sails are set for 1930 - - - -- 


T. D. BLAIR, Agency Manager 


AFE VASIRARCE COMPRES 








Greensboro, N. C. 


A. W. McALISTER, President 
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ELLIOTT HALL’S RESULTS | unique 

: , : _ | ment, including sales talks, which have | very high. 

Remarkable results in full time agency | jon’ taken as a pattern among many| The outstanding item in the quarterly 
development are shown in the quarterly | agents in the country. As an indication | report is that, in this period when the 
report of the J, Elliott Hall agency of | that they bring results, his own agency | business as a whole about held its own 
the Penn Mutual Life in New York City. | record points to a greatly increased effhi- | and other lines of business showed nota- 
Mr. Hall has for some time given keen | ciency per man. His agency, in a city| ble dullness, the full time men of Mr. 
study to the problems of the full time | where most agencies run from 50 to 80; Hall's office showed a gain of 49.5 per- 


man and has developed an ¢ xtensive and! pe reent 
sts 


- 


WRITING: 


Property 
Investment 
Guaranteed 
Income 
Economic Life 
Guaranteed 
Accumulation 
Educational 
Junior 20 Pay 
Term 
Joint Life 
Group 














AS SEEN FROM NEW YORK 


>. NASH, Jr. 
(Nash of the National) —— 


broke rage, 


COMMONWEALTH 
CO 


CO-OPERATION 





7 | tine organization which is now paying 
| for over $2,000,000 monthly. His pro- 
duction efforts have raised the average 
| production per man until in the quarter 
just passed the 70 full time men aver- 
laged $80,500, a rate of about $325,000 


oe ' - 
kit of ideas for business develop-| per year. As an agency average, that is 








This was gene ral 


has built up a full } cent in n paid business. 











RDIAL 


A slogan and trade mark of an unusual service 
viven agents of this company ... . a service 
that provides a definite working plan....a 
service given freely and unstintingly ....a 
service that enables agents to find opportunity 
and prosperity in this company... 
that will start you on the road to success.... 
a distinctive service you should inquire about 


. a service 


today. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE Co. 


LOUISVILLE KENTUCKY 























G8 BD) Pat. Pas 
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Lincoln National Life 


The 
Insurance Company. 
fort Wayne, Ind. 








trent wanted im 
Gary, Elkhart . South Bend. 
Kokomo , Indianapolis, 
Evansville , Terre Haute, 
Wabash,and Richmond. 


— 


production increase and not due to larg 


policies, as is indicated by the gain ; 
paid for applications, which was 59.5 per 
cent for these three months. And stj 
further, it was the result of intensifig 


efforts of the men, with a greater 
per man, and not from increase 
agency personnel, for the number 
men increased only 25 percent. T 
monthly returns for the first thre 
months on paid business and applica. 
tions is as follows: 

Paid for 


retur 


Paid for 
1930 


Apps. 
1929 
148 
125 
184 


246,095 
1,300,890 





Total ...$3,772,735 457 $5,633,590 
x * * 


PLAN BUILDING ADDITION 


Completion of the symmetry of 
general building lines of the home 
of the Equitable Life of New Yo 
now planned, this being made possib} 
through purchase of three plots 
ground adjacent, which the Equitab 
was unable to purchase when the com. 
pany was assembling its present bus; 











ness site across from the Pennsylvar 

station. Purchase of the sites at 150, 12 

and 162 West 32d street enables Pres 
dent Thomas I. Parkinson to announe 
plans for the building addition. The ad. 
dition will back up to the west boundar 
of the Church of St. Francis of Assis 
and will complete the architectural sym. 


metry of the 24-story building. 
ee = 
APPLICATION DRIVE 
With a remarkable record in its las 
drive for business as precedent, the 
Equitable Life of New York is agaiz 


making interviews the basis of its nev 
drive, the campaign during April 
honor of Secretary William H. 
der. A few months ago the compan 
made a drive in which a stated nw nber 
of interviews were to be averaged } 
each agent and the results, as ptt 
by Agency Vice-president Frank L 
Jones were surprising in application: 
signed and business paid for. 
Recognizing this definite sequence 0 
the law of averages, the committee in 
charge of this drive, with William \ 
Duff of Pittsburgh as chairman and 
Theodore M. Riehle of New York Cit 
as secretary, has established a new quota 


basis for all. This time it is 60 inter 
views, meaning an average of two a day 
for the 30 days of the month. It is aj 
work quota, rather than a ee 
quota, but production is defin 
gauged in this way. 


* i. * 
ON NEW BANK BOARD 


Frederic W. Ecker, assistant treasuret 
Metropolitan Life; Paul L. Haid, pres: 
dent America Fore companies; Ralph 8 
Ives, president Aetna Fire, and Arthw 
F. L afrentz, first vice-president Amer: 
can Surety, are on the directorate of th 
American Express Bank & Trust Com: 
pany of New York City which began 
business last week with a capital of $10; 
000,000 and a surplus of $5,000,000. 


New Grange Merger Plans 


Possible merger of two Michigan lilt 
carriers was revealed this week whet 
Nathan P. Hull, president of the Grange 
Life of Lansing, admitted that 
holders of that company will pass on the 
matter of consolidating with the Mich- 
igan Life of Detroit at a meeting called 
for April 29. 

Commissioner Charles D. Livingsto! 
refused to approve plans for the merge 
of the Grange Life with the Ohio Na- 
tional Life a few months ago, so tht 
department’s approval is being asked ! 
every step of the new merger pri 
The Grange Life, organized in 1915 
has over $25,000,000 of insurance 
force. 
The Michigan Life’s organizer an¢é 
manager is Leonhard T. Hands, forn 


at 
STOCK 


ject 





insurance commissioner, and Alex ] 
Groesbeck, former governor, is head 
the company. 

Robert K. Massie, Jr.. district agen 
at Lexington, Ky., for the Conne 
Mutual Life, died last week after a 
ness of one year. 
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Fleischmann Heir 
At Age 30 Takes 
$3,000,000 Policy 


Sam W. Sturm of the Mutual Benefit 
Life in Cincinnati has placed a line of 
$3,000,000 on the life of Junior Fleisch- 








mann, 
nati who was also head of the Fleisch- 
mann Yeast Company. This is probably 
the largest line of insurance placed on a 
single life at one time in Cincinnati with 
the possible exception of the line placed 
some time ago on Mr. Fleischmann’s 
sister, Mrs. Henry C. Yeiser, which was 
placed jointly by Clay W. Hamlin of the 
Mutual Benefit of Buffalo and W. R. 
Bass of the Union Central of Cincinnati. 
Some years ago Emmet C. Peebles of 


son of a former mayor of Cincin- | 


of wealth and provides money at the 
time when it is going to be needed at 
a lower cost than it can be provided for 
by any other means. And, of course, 
there is the element of absolute security 
and protection provided by the vast re- 
sources of the life insurance companies. 
A business, or a number of businesses, 
may be swept away by changes in busi- 
ness conditions, but the life insurance 
will remain. 

Mr. Sturm does not indulge in long, 
drawn-out discussions with his prospects. 
He gives them his ideas briefly and then 
gives them plenty of time to think the 
matter out for themselves. He places 
himself at their service but does not an- 
noy them or become insistent. Mr. 


| Sturm states that the Fleischmann case 


the Northwestern Mutual held the Cin- | 


cinnati record with $1,750,000 on the life 
of T. E. Houston, president of the Hous- 
ton Coal Company, 
and whose policies aggregating nearly 
$2,000,000 were paid. 

Showed Need for Insurance 


Fleischmann is only 30 years old, 
as one of the heirs to his father’s 
one of Cincinnati's wealthiest 
At the time his father died, some 
years ago, the stock of the Fleischmann 
Company suffered a severe drop, and 
this, combined with the fact that several 
millions were required for 
taxes, undoubtedly had considerable to 
do with influencing his two children to 
provide life insurance protection for their 
Mr. Sturm stated that the 


Mr. 
and 
estate 
men. 


Is 


estates. 


Fleischmann insurance was not purely | 


an inheritance tax case. He said there 
is nothing unusual regarding the present 
case, except perhaps its size. Mr. Sturm 
has written many large policies and is 
regarded as the leading agent of the Mu- 
tual Benefit. For 15 years he has seldom 
written less than $2,000,000 a year, and 
he has written as high as $4,000,000 or 
$5,000,000 in a single year. This 
including the Fleischmann case, he 
already written that much. 
Methods Not Spectacular 


There is nothing spectacular or high 
pressure about Mr. Sturm’s methods. He 
in a way allows his prospects to sell 
themselves, or rather he helps them to 
sell themselves. Many other agents have 
been after Mr. Fleischmann’s insurance, 
and perhaps Mr. Sturm was the least 
in evidence of all of them. There were 
no complicated settlements or options in 
the Fleischmann case. 

A man of large means usually keeps 
his wealth pretty well invested. In case 
of his death a large amount of cash is 
needed for inheritance taxes and often 
for other things. When death comes it 
is like the foreclosure of a mortgage for 
a certain amount. Cash must be had. If 
bonds are to be sold, the market may be 
down on them at the time. If stocks 
have to be liquidated, it may be that they 


have been held in the estate for a long 
time and a heavy income tax would have 
to be paid on them, instead of being 
sold in a more favorable market. A 
young man of 30 taking out a large 
amount of life insurance will, if he lives 
to a normal expectancy, accumulate a 
large reserve; this provides a cash fund 
in the shape of loan values which may 


be drawn upon in any emergency at a 

interest rate, regardless of 
aor ae there is a panic in the stock 
market or what not. This is decidedly 


de 


a worth-while feature. In the stock mar- 
ket crash last autumn there was a time 
when money could not be borrowed at 
almost any rate of interest. The life in- 


surance companies are compelled to pro- 


duce the cash on their loan values re- 
gardiess of what general conditions may 
be. A bank may refuse credit on the 
best of securities, but a life insurance 
company cannot refuse its policyholders 


they want their money. 


(ood Proposition for Wealthy Man 
\ certain amount of life insurance is 
1 business proposition for the man 


ag Cc 


inheritance | 


who has since died | 





year, | 
has | 





does not present any unusual aspects, as 
it was a case of plain life insurance and 
filling the need that obviously exists for 
conserving any large estate. 


Dineen Speaks at Peoria 


William F. Dineen, “millionaire” pro- 
ducer of the Samuel Heifetz agency of 
the Mutual Life of New York in Chi- 
cago and a recognized authority on 
estate matters, was one of the principal 
speakers at the April meeting of the 
Peoria (Ill.) association. He discussed 
“Estate Shrinkage.” 





| Life Insurance Gains 


Are Shown in March 


RESEARCH BUREAU’S REVIEW 


First Quarter of the Year Gives a 6 
Percent Increase According to 
Returns 


for March and the 
in the monthly re- 
Insurance Sales Re- 
search Bureau. The detailed figures 
show practically every section of the 
country a ag in the increase. The 
total business in March was 5 percent 
ahead of last March and the quarter's 
business was 6 percent ahead of the 
same period in 1929. Pacific and west 
north central states had the greatest 
gains, the first showing a 16 percent 
March increase and 14 percent quar- 
terly increase, while the latter showed 
11 and 10 percent respectively. 
South Dakota in the Lead 


South Dakota led the states with a 
29 percent gain, Arkansas being second 
with 28 percent and New Hampshire 
third with 26 percent. Iowa was fourth 


Substantial gains 
quarter are shown 


port of the Life 
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and Kentucky had a 
Five states, Cali- 
Minnesota and 
over last 


f with 24 
| gain of 
fornia, 


percent 
20 percent. 
Kansas, Maine, 
Oregon, gained 17 percent 
March, and Nebraska and the District 
of Columbia gained 15 percent. Illinois 
gained 8 percent and New York 5 per- 
cent, One state held even and 17 
showed decreased, six being over 10 per- 
cent off. Mississippi suffered the great- 
est loss, being 19 percent off. 


Sun a Huge Shareholder 


The quarterly report of the American 
Telephone & Telegraph Company 1s of 
interest in that it shows the Sun Life 
of Canada still the largest stockholder, 
with an increase of more than 3,000 
shares over the holdings of a year ago 
The Sun Life owns 92,697 shares, with 
a present market value of about $25,- 
000,000, its holdings a year ago being 
89,497 shares. 





American Institute Meeting 


The annual meeting of the 
Institute of Actuaries will be 
Edgewater Beach hotel in Chicago, May 
27-28. The date is earlier than the cus 
tomary first week in June to accommo- 
date members attending the International 
Congress of Actuaries. 


American 
held at the 
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Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 
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OYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


who are looking 
for top general 
agency contracts 


If you w 
connection—if you want a 
full and complete line of poli- 
cies from ages 0 to 60—backed 


Office organization—it will 
pay you to investigate our gen- 
eral agency contract. 

We have splendid openings 


available particularly in the 
following states: 


Missouri Ohio 
Kansas Mississippi 
Texas Pennsylvania 


Write us for full details. 


ant a money-making 


an efhicient Home 
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Burnet Cites Experience 
on Family Income Policy 





GREAT INCREASE IS NOTED 





Continental American of Delaware Has 
73 Percent More New Busi- 
ness in Quarter 





Much more than 50 percent of all new 
business of the Continental American of 
Delaware in the firsSt quarter was written 
on the new family income policy which 
that company originated, and response 
has been world wide, President Philip 
Burnet advises. Inquiries have been re- 
ceived from Canada, England, Ireland, 
Germany, Austria, Japan, Australia, and 
even from the little county of Esthonia, 
far up the Gulf of Finland near Soviet 
Russia. 

Steady increase in the proportion is 
noted, from 50 percent in January to 63 
percent in February and 67 percent in 
March. New insurance gained 73 per- 
cent over the first quarter of 1929, on the 
basis of commuted value. The new plan 
made up 30 percent of new policies writ- 
ten and 61 percent of new insurance for 





the quarter. Although the company 
writes this plan for as little as $5,000, the 
average was $8,000 of nominal face value, 
and more than $16,000 in actual com- 
muted value. 

Sees Prediction Coming True 


“It is already evident that the predic- 
tion of the insurance journals that the 
new contract will revolutionize life insur- 
ance practice is likely to be fulfilled,” 
President Burnet comments. “In _ this 
country four other companies have al- 
ready announced the issue of a similar 
contract, the Occidental of California, 
Northwestern National of Minneapolis, 
Franklin Life of Springfield, Ill., and Pro- 
tective Life of Birmingham, while a num- 
ber of other companies are preparing to 
do the same thing. 

“As the result of three months of prac- 
tical experience with this new policy, 
we have learned two things: 

Gives Two Conclusions 


“First, that it not only makes a tre- 
mendous appeal to the experienced insur- | 
ance man who knows insurance thor- 
oughly, Lut that it also makes an excep- 
tionally strong appeal to the general pub- 
lic, especially when presented in personal 
solicitation. 

“Second, that the way to obtain the 





best results with this new contract is by 
first thoroughly developing the need for | 


it—by making the prospect see and feel 
his own particular need for the protection 
which it affords, and then, and only then, 
showing how perfectly it meets that need 
and at what is equivalent to such a tre- 
mendous reduction in the necessary cost 
as compared with the ordinary and usual 
kinds of insurance, that it is no longer 
either difficult or impossible for him to 
guarantee his family an adequate living 
income.” 


Speakers Are Announced 
for Prudential Banquet 





Announcement was made this week 
of the speakers for the banquet which 
will close the annual agency convention 
of the Prudential at the home office in 
Newark next week. They are Charles 
H. Cahan, K.C., of Montreal, Martin J. 
Littleton of New York, Superintendent 
Albert Conway of New York and Com- 
missioner Frank H. Smith of New Jer- 
sey. President Edward D. Duffield will 
preside. 

The business sessions open Monday 
morning and continue through Thurs- 
day, with several general sessions and 
group conferences for the different 
classes of company representatives in at- 
tendance. The banquet will be held 
Thursday night. 





1930 


Make Your Plans for 
The Next Ten Years 
With 


Of Our Company 


2. 


The Unsurpassed Facilities 


A 


NEW 
DECADE 


In Business More Than Sixty Years 


Direct-By-Mail Circularization That Brings Results. 

A Medical Department with the Field Viewpoint. 

Interest-Getting Practical Sales Presentations. 

Non-Medical. 

Five Point Complete Protection. 

Substandard Service—with Latest Scientific Ratings. 

Excess Interest Payments on 
1. Annual or Monthly Income Settlements. 

Funds Left on Deposit with the Company. 

Participation on Certain Fully Paid-up Policies. 

Juvenile Insurance. 

Aviation Rider. 

Permanent and Total Disability Benefit. 

Modified Life. 

Double Indemnity. 

Prompt, Efficient Service to Policyholders and Beneficiaries. 

Guaranteed Low-Cost Policies. 

Free of Restrictions, Military Service, etc. 








There are a few exceptional agency op- 
portunities for men who can qualify. 


Address: Walter E. Webb, Executive Vice-President 
29 South La Salle Street, Chicago, Illinois 








Chairman of the Board 





Nationa Lire Insurance CoMPANY 
OF Tue Unitep Srates or AMERICA 


ALBERT M. JOHNSON 


A Fine OLD Company for Ambitious YOUNG Men 


ROBERT D. LAY 
President 


Continental Life Goes 
Into Its New Building 





SOME FEATURES OF STRUCTURE 





St. Louis Company Has Contributed ; 
Handsome and Impressive Home 
Office Edifice to Its City 





ST. LOUIS, April 24.—The Continen. 
tal Life of St. Louis this week is moving 
its home offices to the new 23-story Con- 
tinental Life building, 3615 Olive street 
in advance of the formal dedication of the 
structure, which will take place about 
June 1, it is announced by President Ei 
Mays. At that time the aircraft beacon 
surmounting the tower, and which is one 
of the unique features of the building, wil 
be turned on for the first time. Th 
Continental signal light will be visible 
for a distance of 100 miles. The illumina- 
tion will be accentuated by the flood light. 
ing of the upper portion of the building 
by 52 electric lamps. 

Located in Busy District 


Located at Olive street and Grand 


boulevard, the busiest transfer corner in & 


St. Louis and one ot the highest eleva- 
tions in the city, the building is 334.6 feet 
high, fronting 100 feet on Olive street, 
the first five stories extending back 152 
feet, the length of the lot, to a 20-foot 
driveway. The building cost $1,750,000, 
and was completed without debt or mort- 
gage of any kind. The exterior is faced 
with light cream terra cotta in two-tone 
effect, all vertical lines being emphasized 
by the light shades and all horizontal 
lines, such as spandrels, subdued with a 
darker shade of the same material. The 
first three stories on Olive street are 
faced with a dark polished granite. 

Woodwork throughout the building is 
finished in walnut and the walls and ceil- 
ing are tinted in soft tones, giving the 
maximum reflecting value to the light. 
The electric lighting system is indirect, 
illumination being from ceiling bowls 

The building was designed by Archi- 
tect William B. Ittner, who has con- 
structed more than 400 prominent Amer- 
ican buildings and some of St. Louis 
finest schools. Mr. Ittner is a director 
of the Continental Life. 

Arrangement for Bank 


The first floor and mezzanine are |i ted 
out as one of the most modern and com- 
plete banking quarters in the country and 
will be occupied by the Grand Nationa 
Bank, of which Mr. Mays is also prest- 
dent. A novel feature of these new bank- 
ing quarters will be “traffic windows 
opening from the main counting room 
upon a rear driveway, where patrons i 
automobiles will be waited on without 
having to park their cars or carry mone) 
through the crowded streets. 

The Continental Life will occupy the 
second, third, fourth and fifth floors, the 
executive offices being located on the 
fifth floor, where there is also an assembly 
hall with stage, for company meetings 
and entertainments, and a kitchen and 
dining room where meals may be served 


Mays’ Private Apartments 


The two top floors have been reserved 
for the private home of President Mays 
and have been arranged into a moderna 
apartment, with flower garden effects 
on the terraces of the 22d story set- 
back and the roof, from which there 35 
a most unusual view in all directions. 

The remaining floors are available tot 
business offices and professional quarters 
and 50 percent of the space was rented 
before the completion of the building 


Whatley on Two Programs 


S. T. Whatley, president National 
Association of Life Underwriters and 
general agent of the Aetna Life in Chr 
cago, will address the Illinois associa 
tion meeting at Springfield May 3, an¢ 
also will speak May 26 before the Dav- 











enport, Ia., association. 
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Cuties General Tells 
Attitude on Aviation Risks 


RESULT OF LONG RESEARCH 


Unusual Action in Covering Western Air 
Express Employes and Pilots in 
Group Is Explained 


The action of the Connecticut Gen- 
eral Life in writing a group life contract 
on employes of the Western Air Express 
for more than $1,000,000 and including 
pilots at full benefit in spite of the large 
catastrophe hazard, is an event of major 
interest in the business. The Connecti- 
cut General anounces in explanation of 
this unusual action that it has done con- 
siderable research work in aviation under- 
writing and finds itself in a position to 
jron out the underwriting difficulties. 

More than 400 officers and employes 
of the Western Air Express, including 
flying personnel, are eligible for the in- 
surance, which will pay benefits grading 
from $2,000 to $10,000 for death or total 
or permanent disability. The insurance 
is ci ntributory, the cost being shared 
jointly by the company and its employes, 
and was written through the Los An- 
geles agency of Milton P. Hawkins, gen- 
eral agent, and Rutherford D. Moore of 
the Connecticut General. 


Company Makes Statement 
“In studying the risk the Connecticut 


General considered the reputation of the 
applicant, operations record, country 


flown and equipment used,” it is ex- 
plained. “Western Air Express met 
every requirement. It is an outstand- 


ing air line with one of the highest rat- 
ings awarded a transportation company 
by the Department of Commerce. Its 
pilots all hold United States government 
transport pilots’ licenses and, regardless 
of number of previous flying hours, are 
required to pass five different pilot tests 





before being permitted to take out West- | 


ern Air Express planes. It has 46 pilots | 
flying a monthly average of 80 hours, 
and seven stewards averaging monthly 
134 hours in the air. 

“Its proudest boast is four 
operations during which it has 
over 4,250,000 miles without loss or in- 
jury of a single passenger, and with the 
loss of only six employes. It is soon 
to put in operation a fleet of the finest 
transport ships in the world. 
the Fokker F. 32 four-Hornet-motored 
planes, with accommodations for 30 
passengers and a crew of four.” 


years’ 


Routes Are Hazardous 


flown | 


tween disability due to the aviation 
occupational hazard and ordinary civilian 


' hazards is said to be one reason for this 


cisinclination. 





Tennessee Date Advanced 


Effective date of the new Tennessee 
law regulating total and permanent disa- 


bility provisions in life insurance con- 
| tracts has been suaeet to July 1, 
Commissioner A, Caldwell announces 


These are | 


April 1 was the boa originally set, but 
the time limit was moved up in order 


| to give all companies operating there op- 
| portunity to make the necessary changes 
| in rate books and print new policies. 


Although Western Air Express routes | 


are over the roughest country in the 
United States, this air line has had a 
remarkable safety record. The regular 


routes are: Los Angeles to Salt Lake 
City, 600 miles, 6 hours; Pueblo to 
Cheyenne, 300 miles, 234 hours; Los 


Angeles to Oakland and San Francisco, 
365 miles, 3 hours; Los Angeles to 
Catalina Island, 45 miles, % hour; Los 
Angeles to Kansas City, 1,417 miles, 12 
hours, and Los Angeles to Agua Cal- 
iente, 116 miles, 1 hour. 

The general practice of 
panies heretofore has been 
pilots, mechanics, operations officers 
and other employes in the aviation in- 
dustry only for death arising outside of 
aviation and specifically to deny liability 
for aviation death, and to refund only 
the net reserve in such cases. 

Many companies have declined to 
write life insurance on aviators, or if 
they have written on such hazardous 
classifications have rated up consider- 
ably. It has been the general impression 
that experience even under this guarded 
underwriting policy has been bad. It is 
said no responsible companies heretofore 
have been willing to issue the disability 
clause in life policies to fliers or persons 
flying more than occasionally, even with 
a limitation that it would not apply to 
injuries received from the aviation 
hazard. Difficulty of distinguishing be- 


most com- 
to cover 





The new regulations incorporate the 
standard clause approved by the Na- 
tional Convention of Insurance Commis- 
sioners. All but seven states have either 
put the new regulations into effect or 
have set dates for them to become effec- 
tive. 


Higdon Doing Actuarial Work 


Since Robert E. Daly, actuary of the 
Missouri department became connected 
with the Illinois insurance department, 
John E. Higdon, chief examiner in Mis- 
souri has been taking care of Mr. Daly's 
work. Mr. Higdon was appointed chief 
examiner last September. He had been 
doing actuarial work for various com- 
panies and state departments for a 
number of years. 


Johnston on Blanks Committee 


W. H. Johnston, chief of the division 
of companies in the Pennsylvania de- 
partment with which he has been con- 
nected for 30 years, has been named : 
member of the committee on Blanks of 
the National Convention of Insurance 


Commissioners by President H. P. 
Dunham. The committee, of which 
Walter A. Robinson of Ohio is chair- 


is scheduled to meet at the Hotel 
New York City, May 12-14. 


man, 
Commodore, 


Read The National Underwriter regu- 
larly. Subscribe for a personal copy. 


Disciple of Colgrove Is 
Leader in Union Central 


While Illinois has been questioning the 
Colgrove plan of selling life insurance 
and New York has been coming to the 
conclusion to bar it, announced this 
week, a man untrained in life insurance 
only six months ago, has been piling up 
production that places him in No, 1 po- 


sition in the entire field force of the 
Union Central, entirely through use of 
the system. Henry Penn Burke of 


Philadelphia paid for $1,265,000 in the 
three and a half months up to April 14, 


all under the “Mutual Estate Associa- 
tions” plan of C. W. Colgrove of Chi- 
cago. 


Last November Mr. Colgrove worked 


with Mr. Burke for one week getting 
him started in Philadelphia, and they 
wrote $1,900,000. In one day in De- 
cember, Mr. Burke is reported to have 
written $365,000. Now he has started 
1930 at a $4,000,000-a-year clip. Up to 


last November he was managing direc- 
tor of the Penn Athletic Club. 


Death Demands Quick Cash 


The necessity of carrying sufficient life 
insurance to assist in paying death de- 
mands is illustrated when estates of 
wealthy people are closed. There have 
been two recent cases in Chicago which 
bring out this point notably, they being 
the estates of John J. Mitchell, chair- 
man of the board of the Illinois Mer- 
chants Trust Company, and Frank 
Deming Stout, railroad and lumber mag- 
nate. The Mitchell estate was valued 
at $4,434,666 and the Stout estate at $15 
926,281. The two estates paid inherit- 
ance taxes totaling $1,891,456. Mr. Mit- 
chell’s estate paid $932,607 tax to IIli- 
nois and the federal treasury. The Stout 
estate paid $958,894. Of this $662,651 
went to Illinois, $161,453 for federal in- 
heritance tax, $93,000 for federal income 
tax and $41,475 to other states. 
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ONE LA SALLE STREET—AN ADDRESS OF PRESTIGE 














In One La Salle Street are to be located more life insurance 
general agencies and branch offices than in any other building 
in Chicago. This new 49-story building in the Chicago “loop” 
will truly become known as the Life Insurance Center of Chicago. 








WE WANT YOU TO VISIT 
OUR NEW AND LARGER OFFICES 


SUITE 1616 
ONE LA SALLE STREET BUILDING 
TELEPHONE RANDOLPH 0060 


BOKUM & DINGLE 


General Agents 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


An Agency of Opportunity 
Selwyn C. Woodard 


Manager of Agencies 


HOME LIFE 


Insurance Company 
of New York 


1335 
One La Salle Street 


Franklin 7870 








@ 


Suite 1914 


S. T. WHATLEY 


GENERAL AGENT 


AETNA LIFE 
INSURANCE COMPANY 


Life - Accident - Health 
Group Life - Group Disability 


Telephone State 3380 


STUMES & LOEB 


GENERAL AGENTS 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


1525-One La Salle Street Building 


TELEPHONE RANDOLPH 0560 














We Cordially Invite You to Our 
New Offices 


Suite 1835-43, One La Salle Street Building 
CHICAGO, ILL. 


MARC A. LAW 


GENERAL AGENT 


NATIONAL LIFE INSURANCE CO. 
MONTPELIER, VERMONT 


TELEPHONE CENTRAL 2500 








BERKSHIRE LIFE INS. CO. 
PITTSFIELD, MASS. 


Inc. 1851 


Suite 1231-43 
Phones Central 7942-3-4-5 


———_—— 


LEON A. TRIGGS, C. L. U., Gen. Agi. 
ROBERT F. PALMER, 4sso. Gen, Agt. 











One La Salle Sireet—49F * te 
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Center of Chicago 


ONE LA SALLE STREET—A BUILDING WORTHY OF ITS LOCATION 





You are invited to inspect the new quarters and modern facili- 
ties of the life insurance offices located in One La Salle Street 
—Chicago’s finest office building. A cordial welcome awaits 
you from the offices whose names appear on these pages. 








CONNECTICUT GENERAL THE STATE MUTUAL LIFE 
LIFE INSURANCE CO. ASSURANCE COMPANY 


Organized 1865 
— OF WORCESTER, MASS. 


KARL B. KORRADY The Wrenn Agency invites you to visit their 


MANAGER new quarters 
Suite 1433 


One La Salle Street— Suite 801 
PHONE DEARBORN 6342 


“OVER ONE BILLION INSURANCE IN FORCE” TELEPHONE: DEARBORN 1404 








SAMUEL T. CHASE GEORGE HOFFMAN 
ORGANIZATION MANAGER 


~~ GUARDIAN LIFE 
CONNECTICUT MUTUAL LIFE INSURANCE CO. 
INSURANCE COMPANY OF AMERICA 


Now Located at Suite 1201-1205 
901-One No. La Salle Street Building One La Salle Street Building 


TELEPHONE CENTRAL 5703 TELEPHONE CENTRAL 4974 


THE MUTUAL LIFE INS.CO. 
of NEW YORK Scale 
Lire INSURANCE COMPANY 


oF BosTon. MassacnusErtTs 
Assets - - - $1,001,683,108 
Insurance in Force, $4,298,774,546 








WILLIAM M. HOUZE 


R. E. SPAULDING, Manager 
General Agent 


Rooms 1719 to 1743 Suite 2025, One La Salle Street Bldg. 
One La Salle Street Building 


Phone Randolph 9072 CHICAGO TELS SA Se 
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Announcement 


On April 25th the S. T. Whatley Agency of the 
Aetna Life Insurance Company will move to more 
spacious quarters at One LaSalle St., Chicago, IIl. 


This expansion program includes the forming of 
a new unit of 10 Life Underwriters who will receive 
the well known Whatley cooperation including 


Complete Training 
Free Circularizing 
Use of Prospect Bureau 
Individual Presentations 
Free Supervisory Assistance 


Men interested in Life Underwriting should in- 
vestigate immediately this most unusual opportunity. 


Increased facilities have been provided for service to Brokers. 


S. T. WHATLEY 


General Agent 
Aetna Lire Insurance Co., Cuicaco, ILL, 
Suite 1914, One La Salle Street 
An Account with the 4tna Pays 


State 3380 


































PRODUCTION— 





of Paid: Business by this 
Company showed a gain of 
Thirty Percent in 1929. If 
there is a more eloquent story 
of performance by the Com- 
pany in an Expanding Mood, 
you write it, Fieldman! Or 
better still, write for infor- 
mation about the opportu- 
nities to join in the greater 
performance of 1930. 








CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 

















Life-Trust Men 
In Last Bicker 


(CONTINUED FROM PAGE 3) 


ing ideas between trust officers and life 
producers as distinguished from ex- 
change of professional information. 

6. Harold Eckhart, trust officer for 
the Harris Trust & Savings Bank and 
conductor of the final seminar, advo- 
cated simplification of language when 
talking to clients. He quoted the ex- 
perience of a client of Al Smith’s bank 
who shied from arranging a trust be- 
cause he did not understand that 
“equity” as used by the trust officer 
merely meant stocks. 


Competition Has Vanished 


The speakers all declared that the day 
of jealousy and competition between life 
insurance and banks is passed. Several 
years ago, Mr. Eckhart declared, life 
agents investigated the yield which bank 
trusts provided so that they might com- 
pare that income unfavorably with the 
optional settlement. 

Now, Mr. Eckhart added, both trust 
and life men recognize that under cer- 
tain circumstances the optional settle- 
ment is preferable and that where 
greater flexibility is required the bank 
trust is more desirable. “But at no 
point,” he said, “do the interests clash.” 


Mr. Whatley’s Observations 


Mr. Whatley declared that the life- 
trust entente was long overdue. Far 
too many years, he said, life companies 
had been paying out lump sums, to be 
squandered by irresponsible scions and 
frequently leaving widows destitute 
within a few years. “Insurance was not 
accomplishing that which it was sold to 
accomplish,” Mr. Whatley said. 

Since the realization that insurance 
must help to conserve as well as cre- 
ate, “more has been done in the last five 
years to strengthen the position of life 
insurance than anything else in the 
world,” according to Mr. Whatley. 

In answer to the question whether 
the will should refer to the trust agree- 
ment and the trust agreements to the 
will, Harold J. Clark of the Central 
Trust Company recommended that each 
instrument should be independent. Al- 
though there has been no supreme 
court decision, Mr. Clark believes that 
there is less danger of the insurance 
being subjected to inheritance tax under 
this arrangement. 


Ingersoll Propounds Question 


Mr. Ingersoll opened the question as 
to whether a policyholder, waiving the 
right to renounce beneficiary, may es- 
cape the federal estate tax. The con- 
sensus was that this was true, inferring 
from the Chase Bank decision. How- 
ever it was questioned whether the po- 
tential saving compensated for the loss 
of right to change beneficiary. 

Mr. Ingersoll said that producers 
specializing among higher classes of 
buyers must be more and more bearers 
of information instead of old fashioned 
solicitors. However, he warned against 
the illusion that an agent must display 
all his technical knowledge before he 
has completed his duty to the client. 

Among the other speakers were E. B. 
Thurman, president of the Chicago As- 
sociation of Life Underwriters and man- 
ager for the Missouri State Life, who 
entertained the grave seminarians with 
pleasant persiflage. 

Resolutions were adopted expressing 
appreciation to the trust officers and to 
Mr. Davis. 


Sarver Reports Business Good 


John M. Sarver, president of the Ohio 
State Life, Columbus, reported to the 
directors at their quarterly meeting this 
week that business for the first three 
months of 1930 was much better than 
it was in the first quarter of 1922. Di- 
rectors in attendance at the meeting also 
reported hopeful business outlook gen- 
erally. The usual quarterly dividend of 
2% percent was declared. 
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Ask Repeal of 
Transfer Levy 


(CONTINUED FROM PAGE 3) 


feared that the consideration paid fo 
the policy and the subsequent premiun 
would be the only exemption allowed th 
subsidiary when the policy matured, 

At first it was proposed and one o 
two of the insurers agreed to pay th 
surrender value of the policy and re. 
issue a contract in behalf of the sub. 
sidiary without medical examination. Be. 
cause not all of the insurers would agre 
to this plan, the scheme was discarded 

Instead the insured decided to make 
the insurance payable to a charitabk 
foundation on the theory that the fund; 
would be exempt from taxation just a; 
if he had made an insurance trust to 
pay his inheritance tax. The trustee 
were given broad authority to invest the 
proceeds in buying securities or lending 
the proceeds of the policy to the estate 
Of course, the original intention o 
making the subsidiary the beneficiary 
was abandoned, 

Another vexatious problem was that 
of an executive, who wanted to take 
over $100,000 of business insurance for 
a personal beneficiary when his concern 
was liquidated. His counsel advised that 
inasmuch as the policy being released to 
an individual must show the cash value 
paid, the policy would be brought within 
the provisions of the transfer law holi- 
ing reassigned insurance subject to in- 
heritance and income tax. The execu 
tive was advised, therefore, to cancel his 
policy and arrange to buy new insur 
ance. 

Cancellation Is Tried 


The practice of cancelling a policy in- 
stead of transferring it is often an u- 
satisfactory if not an impossible ex- 
pedient, for a higher premium will be 
charged on the new insurance and the 
policyholder may be uninsurable. 

Another method which is far from 
being unassailable is 
policy at the time of consolidation toa 
personal beneficiary and later reassign 
it to the consolidated organization. In- 


asmuch as the law forbids the transfer 


of a policy without the corporate bene- 
ficiary receiving cash value, the book 
keeping in this three-step process is in- 
volved and it is extremely doubtful 
whether this would prove a successful 
method of avoiding income and inheri- 
tance tax payments on the policy. 

The answer seems to be that no fool- 
proof method is available for escaping 
income and inheritance tax payments 
under these circumstances. If a fool- 
proof method should be found the 
danger is that subsequent rulings of the 
Treasury department or subsequent tax 
laws or court decisions might invalidate 
the result of most abstruse manipula 
tions. The solution seems to rest with 
congress. Leading life insurance men 
throughout the country are therefore 
watching eagerly the campaign for re 
vision of the law. 


Win Right to Reorganize 
Despite Rebel Insureds 





Dismissal of the suit in ogelty brought 
last November by Ernest E. Cook ane 
other Indiana policyholders of t 4 te 
nois Bankers Life of Monmouth, 
prevent reorganization on a leg *) ‘re: 
serve basis has been ordered by Judgt 
FitzHenry in the United States District 
Court at Springfield. 

The ruling constitutes a complete vic- 
tory for the company. This suit was 
filed in the federal court at Peoria fol 


lowing the adoption of the reinsurance 
agreement entered into Nov. 19, 19 
with the [Illinois Bankers Life amé 


sought by injunction to prevent con 
summation of the reinsurance contract 

This is the second victory of the com 
pany, as a suit similar in character 
brought by certain St. Louis polity 
holders was settled in favor of the com- 
pany by Judge FitzHenry prior to the 
adoption of the reinsurance contract. 
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EQUITABLE OF IOWA GAINS 


Splendid Results Were Recorded on 
the Operations of the First 
Quarter 


The Equitable Life of Iowa recorded 
a total of $10,469,689 of paid-for busi- 
ness during March. This total enabled 
the company to enter the second quar- 
ter with a gain over the business paid 
for during a similar period in 1929. 

Business from old policyholders was 
exceptionally good during March, and 
$4,774,029, or 45.6 percent of the total, 
was secured from that source. The 
business from old policyholders for the 
year to April 1 amounts to $10,278,212, 
or 43.5 percent of all business paid for. 

State productica honors during March 
were won by Iowa, which had a paid- 
for total of $1,775,074. Pennsylvania, 
Ohio, Illinois and New York followed 
closely after Iowa in the order named. 

The Philadelphia general agency was 
the leading agency during the month 
with a paid-for production of $542,500 
and was also the leading agency for the 
year. Other leading agencies during 
March were: Harrisburg, Pennsylvania; 
Kansas City, Missouri; Cleveland, Ohio; 
Columbus, Ohio; and Pittsburgh, Penn- 
sylvania. 


NEW COMPANY WILL SOON 
BE OPERATING ACTIVELY 


The American Insurance Union is per- 
fecting its plan to form a stock company 
to be known as the American Insurance 
Union. It was voted to raise $100,000 
capital and then apply for admission to 
do business as a stock company. The 
capital will be immediately increased 
from $100,000 to $200,000. The par value 
of the new shares will be $10 and the 
stock will be first offered to subscribers 
of the first issue. The directors were 
authorized to sell the stock on the install- 
ment plan on such terms as they may 
determine. It was voted that the sur- 
plus shall be one-half the capital stock. 
All future sales of stock are to be based 
on the surplus equaling one-half the 
amount of the capital. 


Snyder Made Director 


Harry Snyder of Snyder & Hay, who 
own the American Old Line, has 
been elected a director of the United of 
Chicago. Mr. Snyder is vice-president 
of the American Old Line Life of Chi- 
cago and also a director of the Bank 
Savings Life of Topeka. The United 
has increased its capital to $300,000 and 
is now writing life, health and accident 
msurance, both ordinary and industrial. 


It has about $12,000,000 of life insur- 
ance in force. The company operates 
in Illinois, Indiana, Michigan and Ohio. 


General Life Licensed 


The General Life of Kansas City has 


been licensed as a stipulated premium 
compat It started business with au- 
thorized capital of $25,000 fully paid in 
and a surplus of $5,000. Harry E. Neib- 
ling, the president, is an attorney who has 
had siderable insurance practice. L. 
0. Hawkinson, secretary, is executive 
vice-president of the Davis Paint Com- 
pany 


Pilot Life’s Progress 
The Pilot Life of Greensboro, N. C., 
as passed the $100,000,000 mark of in- 


surance in force. It was brought out 
at the annual meeting that the company 
at the end of the year had in force $103,- 
601,195. The premiums were $4,005,066. 
The assets are now $12,764,787. 

vunter, vice-president, gave a report of 


the continued growth of the industrial 
depart ment. The industrial policyhold- 
oy are now about 47,000. The Pilot 
“lle is one of the aggressive companies 








of the south that is making rapid ad- 
vancement. 


Missouri State Life’s Capital 

The stockholders of the Missouri 
State Life will meet April 30 to vote for 
increasing the capital from $4,000,000 to 
$5,000,000. There will be 100,000 shares 
at a par value of $10 each issue. The 
holder of each four shares of old stock 
will be entitled to subscribe for one 
share of new stock at $10. 

Germania Life, Illinois 

The Germania Life of Illinois is being 
formed at Chicago and has received its 
charter. List of incorporators is not an- 
nounced. Stock will be sold 2% for one. 
Authorized capital and surplus is to be 
$500,000, of which $200,000 will be 
capital. 


Des Moines Life & Annuity 


The Des Moines Life & Annuity has 
applied for admission in Oklahoma. It 
is already entered in Nebraska, Missouri, 
Minnesota, Montana, North and South 
Dakota and Iowa. The company reports 
an increase of 25 percent in business 
done since the first of the year over a 
like period last year. 


Life & Casualty 


The Life & Casualty of Nashville has 
filed an amendment to its charter in- 
creasing its capital from $1,350,000 to 
$1,500,000. The stock issue, which was 
authorized at the January stockholders 
meeting, will be divided into shares of 
$5 each. 

American Medical Life 

The American Medical Life of Spo- 
kane, Wash., has passed the first $1,- 
000,000 of life insurance written, accord- 
ing to Phillip Harding, president and 


general manager. The company started 
writing business Jan. 1 this year. 


Accidents Lead as Death 


Cause, Tabulation Shows 


The Kansas City Life in _ listing 
causes of deaths among its policyholders 
in 1929 reports 145 cases of accidental 
deaths, leading all other causes, of these 





58 carried double indemnity. Next in 
order came diseases of the heart, 129; 
diseases of lungs (not tubercular), 118, 
and diseases of brain, 92. 
Poli- 
Cause cies Cases Amount 

Death by accidents— 

not including DI's... 94 87 $259,000 
Death by accidents— 

including DI’s....... 63 58 272,000 
Disease of arteries.... 25 20 62,356 
Disease of brain....... 106 92 265,125 
COMOOTS cccccecseccese 77 71 188,700 
Female diseases....... 9 9 11,000 
Diseases of heart...... 155 129 367,000 
TmMOMItY ..cccccsesccese 4 3 7,500 
Diseases of intestines. 67 62 171,500 
Diseases of kidneys 

and urinary organs. 50 41 
Diseases of liver...... 19 14 
Diseases of lungs—not 

tubercular sciaskee Sa 
Nervous diseases...... 11 10 
Diseases of pancreas... 1 1 x 
Diseases of stomach... 10 9 24,500 
BwlciGes .ccccecvscsesece 46 36 147,500 


Sunstroke Death Not Accidental 


According to a decision by the United 
States circuit court of appeals at Cin- 
cinnati death from sunstroke is not an 
accident. The decision was given in the 
case of Dora I. Nickman of Cleveland 

._ New York Life. The woman’s hus- 
oh Simon Nickman, died of sun- 
stroke. He had a policy in the New 
York Life with the double indemnity 
provision. 

Will Meet at Biloxi 

The Standard Life of Jackson, Miss., 
will hold its annual convention in Biloxi 
in August, combining a program of in- 
struction and pleasure. 


*MINNESOTA 
ST. PAUL or MINNEAPOLIS 


*NEBRASKA 
(OMAHA or LINCOLN) 


*WEST VIRGINIA 
(CHARLESTON or WHEELING 


*KANSAS *IOWA 
(WICHITA or TOPEKA) DAVENPORT or DES MOINES 
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make you independent within a 


very few years? For the man 
who can qualify, I will also make 


2 liberal allowance for office ex 


penses. You are acquainted with 
yourself If 
you 

are an organizer with a back 
ground of succeyful personal 
production—if you are looking 
for a permanent connection with 
a real company—I will 
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to hear from you Shortly after 
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The Penn Mutual’s 
‘‘News Letter”’ 


Our monthly agency magazine is synchronized and 
coordinated with our Manpower Expansion program. We 
quote from two letters recently received from high- 
placed men outside of our organization. 


From a nationally-known authority on agency man- 
agement ° 

I suspect that we see as many house organs of life insur- 
ance companies as any office in the country. Perhaps we are 
a bit hardened because of the number of these publications 
which we read. Nevertheless, we are not so hard that we 
do not recognize the unusual merits of this outstanding 
publication. 


From the President of a great investment organization : 


It has been my good fortune for many years to read the 
Penn Mutual News Letter, and during this time I have 
watched the gradual expansion of this publication until now 
it has become, in my opinion, by far the most attractive com- 
pany organ of its kind that comes to my attention. 





Wm. 
WM. H. KINGSLEY, Vice-Pres. 


The Penn Mutual Life 


Insurance Company 
Philadelphia 


Independence Square 


A. LAW, President 
HUGH D. HART, Vice-Pres. 


Founded 1847 


























16 


THE 


NATIONAL 


UNDERWRITER 


April 25, 1939 





= 

















THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 








Cincinnati and New York. 


GEORGE C. A ew tt 


FRANK A. 


Published Friday by THE NATIONAL UNDERWRITER COMPANY, Chica 
inant ead’ Now Yirk” EDWARD J. WOHLGEMUTH, President; JOHN F. WOHL- 
UTH, Secretary; HOWARD J. B IRRIDGE, Vice-President and 
NORA VINCENT PAUL, Vice-President: WILLIAM A. SCANLON, 


CARTWRIGHT, Managin Editor 
LEVERING CARTWRIGHT, Ass't 
POST, Associate Editor 
CHARLES D. SPENCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 
PUBLICATION OFFIC, A1946 Insurance Exchange, CHICAGO. TE Rich Wabash 2704 
1 lclephone RALPH E ICHMAN, Manager. 


eneral Manager; 
WARTZ, Associate Managers 
janaging 


lain 5781, . 





CINCINNATI one 420 E. Fourth - 
ABNER THORP, JR 
NEW YORK OFFICE 
80 Maiden Lane, Tel. John 1032 
EMERSON SMITH, Eastern Manager 
GEORGE A. WATSON, Associate Editor 
CHESTER C. NASH, JR., Associate Editor 


517 First National Bank Building 
R. J. McGEHEAN, Resident Manager 


SOUTHWESTERN OFFICE—DALLAS, TEX. 
515 Marvin Bldg., Tel. 2-6570 
J. F. GRAHAM M, Resident Manager 


—_——_—__- 








SOUTHEASTERN OFFICE—ATLANTA, GA. 


SAN FRANCISCO OFFI Any ; 
105 Montgomery Street, Room 907, Tel. Kearny 3054, FRANK W. BLAND, Resident Manager 


Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3, 1879 


Sub: tion Price $3.00 a year; in Canada, $4.00 a year. Single Copies 15 
In Combination with The National Underwaiter Fire and Casualty, $5.50 a year: Canada $7.50 


Life I Serv: Cy oe 

DES MOINES 

313 lowa Natl. Bank Bidg., or 4-8712 
R. E. HEATH, Resident Manager 


Py dd ENGLAND OFFICE—BOSTON 
40 Broad St., Room 624, Tel. Liberty 7973 
j. M. DEMPSEY, Resident Manager 


DETROIT OFFICE 
1737 Book Tower, Tel. Cadillac 1634, 3498 
O. M. KOENIG, Resident Manager 


PHILADELPHIA OFFICE 
412 teed bey le Bee Tel. Rittenhouse 3654 
w.Jj.S Resident Manager 














A Pension System Collapses 


Acruaries will not be greatly sur- 
prised to learn of the deficiency in the 
Montana teachers’ retirement fund. The 
fund was originated to provide a $600 pen- 
sion to teachers on the retired list. Admin- 
istrators now can only pay $400 a year. 
The fund has been built up by the pay- 
ment of $1 a month by each-teacher in the 
state. 

The Montana situation is not surprising 
because collapse of pension set-ups of pri- 
vate and public organizations has been pre- 
dicted and is predictable. Unless the an- 
nuity plan is instituted under the supervi- 
sion of life insurance operators, it is usually 
doomed. These annuity arrangements re- 
quire highly specialized knowledge, experi- 
ence, and control. They are undertakings 
which life insurance actuaries alone are 
qualified to install. 

Public pension plans are often inaugu- 


rated to gain political advantage. They 
are put in force hastily and, in deference 
to the campaigning value of payrollers, the 
assessments are inadequate. Even if annui- 
ties for public employes are honestly con- 


ceived, they are likely to be unsound in 
principle. 
Pension funds in private corporations, 


without life insurance cooperation, are little 
sounder than political funds. Be a corpo- 
ration ever so large it cannot have at its 
disposal the judgment of life insurance. 
Other corporate financial principles are not 
applicable in the construction and perpetua- 
tion of an annuity set-up. Industries might 
just as well build their own plant and ma- 
chinery, generate their own power, carry 
their own fire insurance, manufacture their 
own stationery, peddle their own securities, 
to endeavor to operate their own 


funds. 


as 
annuity 


The Surety Business Expands 


Tue Untrep States Fiverity & Guar- 
ANTY has undertaken to protect members 
of the New York alumni associa- 
tion of the Universiry oF WISCONSIN 
against after-dinner speakers at the an- 
nual dinner-dance. A surety bond has 
been written to indemnify the associa- 
tion should any of the “wnaccustomed 
as I am to public speaking” boys be- 
come obstreperous. 

Not so many years ago Wisconsin 
alumni would not have needed this pro- 
tection. Shouts of “hire a hall” would 
have sufficed to silence any of the 
brothers who should be so indecorous 


as to forget that a dinner-dance is an 
occasion exclusively for trenchermen 
and gallants. But with a crop of stu- 
dents from Dr. MErKELJOHN’s experi- 
mental college and Dr. GLENN FRANK’s 
charges joining alumni ranks, a hazard 
now exists. Apparently it is feared that 
these irrepressible youngsters might 
make a total loss of a dinner-dance. 
They might be inspired to harangue the 
dinner-dancers on the culture of Athens, 
a possibility which the underwriter 
may have overlooked in approving the 
risk. Banqueters will favor the idea, if 
underwriters do not. 


Realities Must Be Faced 


ENTHUSIASM is a_ splendid quality. 
Linked up with vision it is a mighty fac- 
tor. However, it must be supported by a 
solid foundation of hard work and a close 
scrutiny of facts. As one writer puts it, 
the man who takes advantage of every 
little opportunity never has to worry about 
the lack of a big opportunity. After all it 


is sometimes the small jobs, the lesser 
problems and the more important issues 
that have to be settled which count for 
much. There is no getting away from the 
fact that realities have to be faced at all 
times. There is a place for a dreamer but 
the dream must be of a character to be 
realized. 


Sincerity in Salesmanship 


THE insurance salesman seldom deceives 
a prospect or a customer. A man is 
quick to divine sincerity in any canvass 
that is being made. If the agent desires 
to serve a customer his motive mani- 


fests itself in his countenance and 
voice. The veneer soon wears off. Sin- 
cerity in selling is a very excellent at- 
tribute and is a big factor in making 
the business stick. 








PERSONAL SIDE OF BUSINESS 














Miss Marion H. McClench, who con- 
ducts her own life insurance business in 
Ann Arbor, Mich., placing through the 
John W. Yates agency of the Massa- 
chusetts Mutual in Detroit, flew over 
Detroit and surrounding cities with a 
party of friends as a publicity stunt for 
the all-American aircraft show. She is 
president of the National Federation of 
Business & Professional Women’s Clubs. 


S. F. Clabaugh, president of the Pro- 
tective Life, Birmingham, adduces four 
sound reasons why he applied for one 
of his company’s new “double income” 
policies, although he already carries a 
large amount of insurance on his life. 
They are Mary, Betty, Jean and Doris. 


John H. McNamara of Wilmette, Ill., a 
suburb of Chicago, returned home from 
the winter spent in Florida last week to 
find that his house had been burglarized 
and nearly $10,000 of furnishings in the 
way of rugs, glassware and draperies had 
been stolen. Mr. McNamara was one of 
the founders of the North American Life 
of Chicago and is chairman of the bqard. 

E. V. Henneman, state manager in 
Wisconsin for the National Life of Ver- 
mont, and D. E. Hodrington, both of Mil- 
waukee, are recovering from shock and 
bruises received when the automobile in 
which they were riding ran off the high- 
way near Oshkosh, Wis. Both men nar- 
rowly escaped serious injury. 

A. N. Mitchell, who was recently ap- 
pointed general manager of the Canada 
Life, succeeding the late T. G. McCon- 
key, has been made a director. He 
has been associated with the Canada 
Life since 1915. 


Durwood D. Vernon, son of William 
L. Vernon, president of the Mountain 
States Life, who entered the field of life 
insurance salesmanship last month as an 
agent of the company, won the honor 
of leading its entire agency organization, 
thus demonstrating that he is a chip off 
the old block, his father having been a 
successful life underwriter before taking 
up the duties of a home office executive. 


The estate of Charles P. Taft, recently 
deceased Cincinnati philanthropist and 
brother of former President William 
Howard Taft, has appointed Charles F. 
Williams, vice-president of the Western 
and Southern Life, an appraiser of Mr. 
Taft’s extensive newspaper and real 
estate holdings. It was Mr. Williams’ 
former experience as a newspaper man 
that led to his appointment. 


Arthur B. Wood, vice-president of 
the Sun Life of Canada, is making a 
tour of agencies in the east, accom- 
panied by J. S. Ireland, superintendent 
of agents. He was in Richmond last 
week, visiting the Neil D. Sills agency 
there. From Richmond he went to Hot 
Springs for a sojourn of a few days. 


Rufus W. Weeks, one of the longest 
serving officials of the New York Life 
and vice-president of the company on 
his retirement in 1925, died at his home 
in Tarrytown, N. Y., last week at the 
age of 83. Mr. Weeks came up through 
the actuarial ranks and served that divi- 
sion for 61 years. He began as a clerk 
in the actuarial department upon gradua- 
tion from school and was made actuary 
in 1903. Later in the same year he was 
elected second vice-president and actu- 
ary and in 1907 was named vice-presi- 
dent. He held that post until he retired 
in 1925 at the age of 78. Mr. Weeks 
was one of the outstanding figures 
among the actuaries of the early years 
of the century. He was one of the 
founders of the Actuarial Society and its 
president in 1905-6. Mr. Weeks spent 
many years for the company in Europe 
and was thus closely associated with 





actuarial societies in both France and 


England. 


F. E. Huston of t the Northern Life’; 
actuarial department has been appointed 


actuary of the Washington insurance 
department by Commissioner H. 0, 
Fishback. 


Joseph W. Stringer, 70, well known in 
Indianapolis life insurance circles for 
many years, died at his home in that city 
Sunday. Mr. Stringer was born in Mich- 
igan and was connected with the Mich- 
igan Mutual Life for many years, going 
to Indianapolis as general agent in 1910, 
after having represented the company as 
general agent at Minneapolis for-a num. 
ber of years. 


O. C. Thornton, assistant secretary oj 
the Midland Life, and Miss Mildred 
Lonsdale were married in Kansas City 
April 22. 


C. A. Craig, president of the National 
Life & Accident, was in Atlanta last 
week as a director of the N. C. & St. L 
railroad on the occasion of the opening 
of the new union station. 


E. Z. Wallerstein, member of the H. 
F. Berls agency of the Equitable of New 
York in Chicago and 27 years in life 
insurance, is another of the old guard 
who deserted poker because it quit be- 
ing “straight” and took on complexities 
never intended for that sterling man’s 
game in the form of “joker” and “jick” 
and other wild cards. He has taken w 
bridge in self defense and as a gesture 
of protest. Mr. Wallerstien has pro- 
duced over $1,000,000 annually for nine 
consecutive years—not through his poker 
or bridge playing. In his odd moments 
he follows the ponies. 


Herman Kramer of the Alexander E. 
Patterson agency of the Penn Mutual 
Life in Chicago was given a testimonial 
dinner Tuesday evening in honor of his 
having completed 40 years of life insur- 
ance service during which he han har- 
dled almost $75,000,000 in life insurance 
for his clients. It was a notable occa- 
sion honored by the presence of home | 
office men. Mr. Patterson presided. 
Those who spoke coming from the home 
office were Vice-president Hugh D. 
Hart; Director of Education Vincent B. 
Coffin, and John A. Stevenson, home o- 
fice general agent. Other speakers were 
W. J. Jarnagin, president Central Manv- 
facturing District Bank; Attorney 
Charles S. Wilson and Henry Brooks, 
the well known realtor. There were 120 
guests including prominent men in Chi- 
cago, professional, business and _ social 
circles, all warm friends of Mr. Kramer 
He was presented with a fine clock ané 
responded feelingly to the sentiment o 
the hour. Mr. Kramer at one time was 
Chicago manager of the old Germania 
Life and was St. Louis manager of the 

Pacific Mutual. 


Mrs. A. S. Caldwell, wife of the Ten- 
nessee insurance commissioner, wh? 
suffered a slight stroke on her right sid 
while visiting her daughter, Mrs, Lang- 
don Quin of Hurt & Quin, genera 
agents at Atlanta, is recovering and the 
doctor is much encouraged. Mrs. Cald- 
well lost her speech but her physiciat 
feels she will regain it and will probably 
be restored to comparatively norm® 
condition. Mr. Caldwell was called from 
his office in Nashville to Atlanta ané 
has been at his daughter’s resident 
with Mrs. Caldwell until this week 
when he returned to his official duties 
for a few days. 


W. T. Grant, president of the Busi 
ness Men’s Assurance, returned to Kat 
sas City last Thursday from a six week’ 
trip through the west. Mr. Grant 
optimistic over prospects throughout tht 
west, particularly in the Rocky Mou 
tain country. The Mountain States 4 
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trict is in better condition than any 
other in the country, and the Salt Lake 
branch of the Business Men’s Assurance 
showed the largest 1929 increase of any 
branch. Mr. Grant, accompanied on the 


trip by Mrs. Grant, visited branches at | 


San Francisco, Salt Lake, Portland, 


Seattle and Denver. 

H. M. Holderness, agency secretary 
and superintendent of agents of the Con- 
necticut Mutual Life, was well remem- 


bered on his birthday anniversary, a | 


large basket of roses being placed on 
his desk, a remembrance from the field 
force, each rose representing a year of 
his life. The members of the agency de- 


partment and officials gathered in the 
directors’ room where Mr. Holderness 
was presented with a golf bag and set 
of clubs. The presentation was made by 
two general agents, V. W. Kenney of 
Boston and W. K. Magruder of Balti- 
more. 


President Gerard §. Nollen of the 
Bankers Life of Iowa, with Mrs. Nollen 
and their two daughters, start on an 
European trip early in June. In antici- 
pation of the event the Bankers Life 
agents will make that month “Presi- 
dent’s month.” Inasmuch as the Nollens 
will make Bologna, Italy, headquarters 


| while visiting that section, the agency 


slogan will be “Bologna or Bust.” 








LIFE AGENCY CHANGES 














TRAVELERS CHANGES MADE 


Important Announcement Is Made as 
to Shifts in the Organization in 
Prominent Cities 


Five changes in branch office man- 
agerial staffs have been made by_the 
Travelers, affecting the offices at Bos- 
ton, St. Louis, Yonkers, N. Y., Rich- 
mond, Va., Denver and Grand Rapids, 
Mich. 

W. L. Radcliff, manager at Yonkers 
since 1925, has been appointed associate 
manager of the company’s office at 147 
Milk street, Boston. He has been with 
the company since 1921, and before his 
appointment as manager in Yonkers 
served as a field assistant in that terri- 
tory. 

Milton F. Jones, assistant manager at 
St. Louis, has been made manager at 
Yonkers. He joined the Travelers in 
1924 as a field assistant at Omaha and 
in 1927 he was promoted to assistant 
manager in that city. He has been as- 
sistant manager at St. Louis since May, 
1, 1928. 

Russell W. Eanes, assistant manager 
at Richmond, has been made associate 
manager there. He became a field as- 
sistant at Richmond in 1926, and was 
promoted to assistant manager Nov. 1, 
1928, 

George A. Stoecker, assistant manager 
at Denver, has been appointed to suc- 
ceed George Scott, manager there, who 
has been transferred to Grand Rapids, 
Mich. He first represented the Travelers 
as an agent at Newcastle, Wyo., and 
in 1923 became connected with the 
agency department as a field assistant in 
Denver. He was promoted to assistant 
manager last July. 


H. A. Miller, H. F. Hansen 

H. A. Miller of Atlantic, Iowa, has 
been named district manager for the Mu- 
tual Life of New York at Council Bluffs, 
succeeding H. F. Hansen. Mr. Hansen, 
who had filled that office for three years, 
is agency organizer for the district, with 
offices at Omaha. 


American National Changes 

The American National of St. Louis 
has appointed J. C. McNeil, Jr., of Mag- 
nolia, Ark. manager in that state. C. 
C. Smith, recently resigned as Arkansas 
manager, will be associated with Mr. 
McNeil. 

Ivan D. Holland, for two years under- 
writer in the home office, has taken an 
agency in southern Missouri. 


James Brown 


James Brown, who has been man- 
ager of the Canada Life at Buffalo, has 
returned to the service of the Aetna Life 
im that city as manager of its brokerage 
department. 


Rans A. Neel 


eae atson Brothers, general agents of 
Mai egister Life of Davenport at Des 
> mes, announce the appointment of 
Rans A. Neel as district agent at Audu- 
on, Ia. Mr. Neel will succeed Arthur 





building, 
many years well known in the advertis- 


Farquhar, deceased, who was one of the 
pioneer life insurance men of the western 
part of the state. Mr. Neel is president 
of the Lions Club of Des Moines and was 
formerly manager of the west side yard 
of the Queal Lumber Company of that 
city. 


J. W. Van Dusen 


J. W. Van Dusen, asSistant manager 
of the Syracuse, N. Y., office of the 
Equitable Life of New York, has re- 
signed to become general agent at Syra- 
cuse for the Penn Mutual Life. Mr. 
Van Dusen will have 15 counties in cen- 


tral New York under his control. He 
will maintain offices in the Chimes 
building, Syracuse. 

George W. Harding 


George W. Harding, manager for the 
Union Central Life in Kansas City, Mo., 
has resigned. Mr. Harding was trans- 
ferred to Kansas City a year ago from 
Davenport, Ia., where he developed a 
new agency in less than five years to 
near the $2,000,000 mark. He has made 
no announcement as to his future plans. 


A. O. Mohr 


The Guardian Life announces the ap- 
pointment of Arnold O. Mohr as man- 
ager of its Seattle agency with head- 


quarters in the 1411 Fourth Ave. building. 


For a number of years past he has been 


a personal producer and supervisor there 
and for several years conducted a gen- 


eral agency in Seattle. 


Charles J. Eastman 


Charles J. Eastman is now associated 
with Stewart D. Marquis, newly ap- 
pointed general agent of the Provident 
Mutual, with offices in the Harris Trust 
Chicago. Mr. Eastman, for 


ing field, was advertising manager of 


Taylor, Ewart & Co., dealers in invest- 
ment securities, until its liquidation late 
in 1929, 


Robert C. Green 
Robert C. Green, for nine years con- 


nected with the Equitable Life, has been 
appointed manager for the Tennessee 
agency of the Reliance Life. Mr. Green 
is active in the Nashville Association of 


Life Underwriters. 


Life Agency Notes 


Floyd W. Osmundson is leaving Forest 


City, Ia., May 1 to become supervisor of 


the Mason City territory for the Equita- 
ble Life of Iowa. 


Floyd Forker has been appointed 


agency analyst of the John Newton Rus- 


sell home office agency of the Pacific 
Mutual Life in Los Angeles. 


The National Life of Des Moines has 


established district offices in the Trimble 


building, Sioux City, Ia., with Harry E. 


Harbeck and Leonard C. Balcom in 
charge. 

Archer, Meek, Harmon & Drugan, 
local agents at Columbus, O., have 


opened a life insurance department, be- 


ing appointed agents of the Union Cen- 
tral Life. Arthur C. McKenney has been 


appointed superintendent of this depart- 


ment. 
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New York Life Agents’ 
1929 Record 


New insurance paid for............$953,000,000 
Ratio of term insurance to total only... . .3.07% 


Life and Endowment Policies...... 


.. + -96.93% 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. 


. President 
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Safety and Security 
the Keynote for 1930 


For the insurance man of good record who wants 
to begin 1930 with a direct connection of his own 


THE-PYRAMID LIFE INSURANCE COMPANY 


Offers a liberal contract backed by the security 
and assurance that comes of representing a sound 
company under conservative management. 


For his assistance we furnish an attractive line of 
policies—complete protection from infancy to old 
age. Also an effective plan of direct mail adver- 
tising. 


Generous and sympathetic treatment of men in 
the field. 


Write to 
John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Openings in 
Oklahoma Texas 


Iowa 


Colorado 
Illinois 
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IF YOU WANT 
THEM TO 
THINK 

OF YOU 
GIVE 

THEM 


MONARCH 
WALLETS 


HEN they are in the market for more in- 
surance they will naturally think of the 
men who presented the handsome MONARCH 
WALLETS on which their names are gold 
stamped. Why can’t your name be on a wallet 
to make them think of you too? If you want 
business you'll find it lots easier to get if you 
pave the way with MONARCH WALLETS. 
They keep your name in the client’s mind. 
Take time NOW to get information about 
these business builders. It will pay you just as 
it is paying many others. 


The HAGERSTOWN LEATHER CO.,/nc. 
Hagerstown, Maryland. 


\ (4S Ge (ae Tin ~| 


Your clients’ namcs 
and your name can be 
gold stamped on each 
wallet at a nominal 
cost. This makes every 
wallet a friendly link 
between you and your 
clients. Can you afford 
to pass up any oppor- 
tunity for increasing 
your business! 








| 
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EASTERN STATES ACTIVITIES 











GETS JOINT LIFE PREMIUMS | 315 of new business for the first thre 





Pennsylvania Court Approves Claim | 


Against Estate of Decreased 
Brother and Partner 





An interesting decision on joint life | 
policies has been rendered by the Penn- | 
| committee on insurance and banking o 
| recommendation made by various wit- 


sylvania supreme court in the case of 
the estate of Henry S. Montgomery. 


Henry S. Montgomery and his brother, 
Marshall, took out a joint life policy for | 


$20,000 payable to the survivor. The 
premiums from 1912 to 1919 were paid 
jointly, but in the latter year Henry re- 
fused to pay his half and Marshall paid 
the entire premium. On the death of 
Henry in 1927 the $20,000 was paid to 
Marshall Montgomery. Marshall also 
filed a claim against his brother’s estate 
for the half of the premiums from 1919 
until the policy matured. His claim is 
allowed by the supreme court, 


Buffalo Sales Gain 


Buffalo life insurance sales continue to 
gain. Managers of 35 Buffalo offices of 
legal reserve companies report $30,330,- 








months of 1930compared to $28,226 ,04 
in 1929. March sales totaled $11,549. 
809 in 1930 and $9,594,658 in 1929. 


Consider D. of C. Measure 


Another hearing on the District o 
Columbia insurance code will be held 
soon following consideration by a sub. 


nesses at the last hearing Feb. 10. The 
principal objections to the bill as origi. 
nally drafted were to the sections os 
rate regulation, company liquidation, ex. 
aminations, powers of mutuals to write 
fidelity bonds and lack of agency quali. 
fications and resident agency require 
ments. 





N. Y. U. in Group Arrangement 

New York University has arranged 
with the Equitable Life for a contribu. 
tory group policy providing life insur. 
ance in amounts varying from $1,000 up 
to $10,000, with total and permanent dis- 
ability protection. It will become effec. 
tive as soon as three-fourths of thos 
eligible subscribe. 
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CENTRAL WESTERN STATES 








OHIO LIFE FIGURES SHOWN 





New Business in the State for All 
Classes Reached $1,407,546,606 
—Union Central Leader 





There was $1,407,546,606 new life in- 
surance produced in Ohio last year by 
all classes of companies. The recapitu- 
lation is as follows: 

Ohio companies (Ord.)....... $ 96,638,482 
Other state companies (Ord.) 632,022,629 
Canada companies (Ord.)..... 35,250,408 


Ohio companies (Ind.)....... 84,536,791 
Other state companies (Ind.) 273,568,464 
Ohio companies (group)..... 1,720,000 
Other companies (group).... 282,185,352 
ABSOGSMORE cccccescccccecese 1,624,480 


Leaders in New Business 


The Union Central wrote $20,446,270 
in its home state in ordinary, the next 
being the Western & Southern with 
$18,653,159 followed by the Columbus 
Mutual with $13,975,592. The Midland 
Mutual was next with $13,260,928. Of 
the companies of other states the leaders 
in ordinary were as follows: Aetna 
Life, $17,584,925; Connecticut General, 
$13,580,243; Equitable Life of New 
York, $35,053,870; Equitable Life of 
Iowa, $12,015,489; John Hancock Mu- 
tual, $16,142,495; Lincoln National, $15,- 
900,660; Massachusetts Mutual, $29,466,- 
616; Metropolitan Life, $72,753,241; Mu- 
tual Benefit, $22,486,893; Mutual Life of 
New York, $23,221,751; New York Life, 
$45,015,669; Northwestern Mutual, $31,- 
326,600; Penn Mutual, $12,932,013; Pru- 
dential, $86,659,189; Travelers, $26,706,- 
316; Sun Life, $26,399,824. 


Leaders in Industrial 


In industrial the Western & Southern 
in its home state had $82,946,757; the 
Prudential, $116,766,614; Metropolitan, 
$69,513,606; Mutual Life of Maryland, 
$16,552,833; John Hancock, $15,340,369. 

In the group field the leaders were the 
Aetna Life, $66,282,350; Equitable of 
New York, $48,975,876; Metropolitan, 
$78,485,329; Prudential, $24,120,892; 
Travelers, $40,658,720. 

The Pure Protection led the assess- 
ment companies with new business in 
Ohio amounting to $1,511,080. 





Cummings Agency Convenes 


Seventy-five agents of the Northwest- 
ern National Life gathered in Detroit 
last week with their wives for the an- 
nual convention of the Truman H. 
Cummings agency, Michigan state man- 





agers. W. F. Grantges, agency director 
explained the three new policies offered 
by the Northwestern National. Dr. H 
W. Cook, vice-president and medical d- 
rector, talked on “Northwestern National 
and Today’s Underwriting Practice.’ 
Truman H. Cummings closed the con- 
vention with an address on “The Imme- 
diate Future.” 





Qualifies Seven Men 


A. Van Goldman, manager of the oréi- 
nary department of the Prudential is 
Chicago, has seven leading producers 
who qualified for the home office field 
conference which will be held in New 
ark April 28-May 1. This office was 
organized in June, 1927, and qualified 
only one man for the 1929 conference, 











Bullard Agency Banquets 


John Bullard, Michigan supervisor for 
the Reliance Life, entertained 16 of his 
agency force who passed their quotas] 
at a banquet in Detroit last week. 

G. Scott, senior vice-president, was the 
guest of honor. 





Illinois Leaders Given 


The new business paid for in Illinois 
in 1929 and the insurance in force o 
Dec. 31 last for the leading companies 
follow: 

New Bus. In Force | 
92,471,313 $696,577 
23,624,0 { 


79 





New York Life...$ 
Aetna 











Metropolitan .... 129,286,648 ; 
Prudential ...... 103,706,592 482,49 
Equitable, N. Y 80,333,749 440 
TVEVOGIOTS cccccce 40,049,542 254 i 
Mutual Life, N. Y. 57,748,910 438,738.91 
Sun Life, Can... 29,295,734 66, 204,008 
Northw’tern Mut. 39,337,125 435,271,6e 
Penn Mutual..... 35,890,724 177,602,10) 
Mut. Benefit, N. J. 15,577,821 181,374,355 
Mass. Mutual.... 32,895,043 209,176,1% 





Goes to Attorney General 


The attorney general of Illinois now 
has all the evidence in on the hearing 


regarding the Colgrove life insuranc 
system being carried on in Chicago ane 
is now sifting the material. It will be 


on! 


a week or ten days before a decis! 
given. 





Breuscher With Meyer 


Emil H. Breuscher, credit man for # 
Chicago company, has been appointe? 
by Julius H. Meyer, general agent of t 
New England Mutual in Chicago, ® 
contact man in developing surplus 2% 
brokerage business. 
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rst thre ACTUARIES IN OPEN MEETING | come general agent for the Lincoln Na- you want to represent 
8, 2215, 049 tional. Mr. Holloway formerly lived in 
$11,544,.ilipeoresentatives of Underwriting and Topeka and was assistant Metropolitan a company offering . ee 
1929. pr manager of that district. Later he was 

P Renewal Departments Attend Kan- transferred to Kansas City and then to 
re sas City Club Session Leavenworth. Mr. Holloway was on . . 
oh the American team in the Olympic quick service 
istrict of x Sia . ames in 1898 d 1904, winning th 

oc About 150 representatives of the Busi- | 8@™¢S_ in Fs ’ & the : : 

a a ness Men's Accne, Kansas City Life, decathlon events. fair dealing 

; uM Midland Life and National Fidelity at- 
aking 4 tended the meeting of the Kansas City Nebraska Agency Meets personal attention 
10 Th Actuarial Club last week. The meeting The annual meeting of the Nebraska active help 

¥ q ws ; 
as origi fe ¥#5 open and both underwriting, re- | agency of the Bankers Life of lowa 
sions on newal and actuarial department repre- | was held in Lincoln last week, with W. home office cooperation 
tion, ex. sentatives of the four companies at-|I. Fraser, state agent, as host. The 
to write tended. : agents presented Mr. Fraser with $75,- attractive policies 
cy qual. pune t.&. pac her ey 1 o = 000 of new insurance written that morn- 

= City Lue, who sided, OK n ing. 
tee “Ideal Relationship Between Actuary , practical suggestions 

and General Agent.” The general agent, Loomis Visits Kansas City 
ment [fp % said, must have confidence in the/ Janes Lee Loomis, president of the you need not look farther. The Shenandoah 
actuary’s judgment as it pertains to the | Connecticut Mutual Life, visited with f 

arrangei technical questions, and the actuary | §° ~ pe _— oo non Life offers all these attractive features. 
contribu- must have confidence in the agent, real- ley City aan en ode oa " Write Charles E. Ward, agency manager. 


fe insur-§ jzing that with the means he has he is 

51,000 y cing a sincere effort to ew busi- : “ ; : 

nent din a 2S anthed ee Loomis, Tom Stokes, educational direc- 
ac ap es tor, Ed Andersen, agency assistant, and 


ne effec. F policyholders. George Smith, agency assistant. Mr. R. H. ANGELL E. LEE TRINKLE W. L. ANDREWS 


of those ~ - 
. a Stokes, Mr. Andersen and Mr. Smith President Vice-Pres. Sec’y-Treas. 
Companies Blamed for “Twisting” conducted a school for agents during the 
= Joseph F. Holland, deputy superin- | week and worked out in the field with 
tendent of insurance in Missouri, re-| the men, resulting in the largest week 
cently told the association of insurance | in the history of the agency. 

agents of Hannibal that the department 


proposes to revoke the license of any Rules on Medical Examination H 
director — Company that accepts “twisted” busi- Commissioner Dort of Nebraska has 


, offered 28s: Life companies uniformly deplore | ruled that life insurance companies can- 
Dr. RH ‘Wisting,” he said, but if they rejected | not write life insurance without a med- LIFE INSI TRANCE COMPANY 
dical di- such business the practice would vanish ical examination except in cases pre- 


Nationa | immediately. Mr. Holland’s statement | scribed by the statute. The order has 


luncheon attended by Mr. and Mrs. 


















































ractice’ | Ws prompted by the pending investiga- | heen made in order to check the practice 
os con fee 208 Of alleged twisting activities of | of securing the signature of an applicant ROANOKE, VIRGINIA 
- Imme fe James P. Sullivan and Roy P. Prewitt | for insurance to a health questionnaire 
of St. Louis. which is later, signed and accepted by a 
physician. Under the commissioner’s 
Omaha Seeks Insurance Day order medical examination must be made 
he orf Nebraska Insurance Day, which has | in person by the physician. 
¢ ord been held each fall in Lincoln, is being 
aw ke sought for Omaha - fall by the insur- 
OCU E ance organizations of that city. The 
n New pf Ciett brings together some 300 insur- Southern States YOU Who Are Interested 
in New F ance men from all over the state and Lo IN 
ee tied parts of Iowa, Kansas and South ca ews . . . 
qualiet |” Dakota. in Selling Life Insurance 
Insurance Men on C. of C. Tour REMARKABLE WORK OF KERR : = . 
s _ Wichita insurance men are support- or who may become interested in its sale, will want to 
risor for | He the annual “good will” tour of the | Blind Agent of the New York Life at know why The Gem City Life Insurance Company has 
6 of his ichita chamber of commerce, which is Marysville, Tenn., Is Large 


nearly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


quotas} Overing some 75 towns in Kansas, 
ek, H| Oklahoma, New Mexico and Texas this 
was the} Week. Among the 150 men on the tour 


Writer 





The leading agent of the New York 











are H. K, Li i Rea - “ol ay . 
B Jaccbshansley, President, and Frank | 1 ife in the Knoxville, Tenn,, district is The agency contract and the unusually wide range 
acobshagen, secretary of the Farm > 2 
5 } : + hi Paul Kerr of Marysville, Tenn. Marys- ss . . 
Te Bankers Life of Wichita; Roy E. | ville has a population of about 8,000 and of underwriting provided by the company, that includes 
dien, president of the Centra ates * =! : * 2 : 
Iitinois i Fire; Frank C,. Brosius of the Brosius saute - gem aS all standard and many special forms of participating and 
orce on a er Coe: 3. © Danie al eccey of Ameite. tn Gh teen non-participating life, accident and health and group 
Mi panies 5 iceler-Kelly-Magny rust om- . a:..° . . . 
|) Baty; J. O. Davidson of the Guarantee Paul Kerr 2m enna So ee policies, with premiums payable monthly, quarterly, semi- 
i & T ’ - > 
or Company, i onan Setnaes and Guana o sean The annually or annually, are some of the substantial reasons 
Yankee & Priest agency. Mr. Lindsley | ¢markable thing about what Mr. Kerr for the outstanding progress the company is making. 
was a member of the first “good will” | has done is the fact that he is totally : : ? 
tour conducted by the Wichita chamber | blind, having lost his sight some 20 There are other equally impressive reasons and if 
1er , Cars a na mine 1 ° e . . . . 
of commerce 26 years ago. y to ri} pt who accom you will write to IA. Morrissett, President, at Dayton, 
Duin Dette Bite Bee panies mph J — a Ohio, he will be glad to give you complete details of that 
on twin R. Jackson, attorney and trust | to his instructions in = the dutaite agency contract — ] very none reasons = it will 
lcer of the Council Bluffs Savings | necessary for the signing of an applica- av vou to join the rapi expanding agency staff. 
| Bank, addressed 150 Sioux City life un- | tion. ; . ' r pay y , so § 38 y 
J writers at a dinner given in their A large number of young men who ° . : : 
is NOW | see by the Security National and | have graduated from Marysville College . The Company wishes representatives in Ohio, 
hearing Woodbury County Savings Banks. Mr. | have been started on their life insurance Michigan, West Virginia, Tennessee, Alabama, Georgia, 
uranct jackson discussed “Life Insurance| programs by Mr. Kerr. He has written ces : Sota’ . 
go IEE Tracts,” oad TP. Treva elerarad. | ns Ligh as 9100000 fa 0 your omens Louisiana, Florida and the District of Columbia. 


will be — and pe officer of the Woodbury | these students just eye — 
ision “avings, spoke on “Trusts.” Leonard R. | Kerr is a thorough student of the busi- ° ° 

; Manley, president of the Security Na-| ness and is recognized as the authority The Gem City Life Insurance 

ional, presided. on life insurance in his district. He has 


programmed and planned many a sched- Company 


Holloway Given Topeka Territory ule and this has been largely responsible 




















for 4 - 
aul 1. T Hetropolitan, Life has appointed for his success. or DAYTON, OHIO 
of the “: J- fiolloway of Kansas City district , . : : 
vo, sf) Mager for Topeka. The district in- Southern States Memphis Meeting The Rapidly Growing Compan 
cludes 
us and yee counties. He succeeds H. The Memphis agency of Southern 
Cecil, who resigned last month to be- | States Life held a banquet last week, 
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with all agents and their families in at- 
tendance. Seneca M. Gamble, sales pro- 
motion manager, gave an illustrated talk 
on “The Agent and the Prospect,” with 
two reels of motion pictures. B. C. 
Fain, general agent, presided. 


COMMISSIONER MAY REGULATE 
MUTUAL BENEFIT SOCIETIES 








OKLAHOMA CITY, April 24——Com- 
missioner Read has wide authority in 
dealing with mutual benefit life insur- 
ance associations according to an opinion 
of the attorney general. Chapter 30 of 
the session laws of 1925 places these 
associations directly under the provisions 
of the insurance laws of the state, and 
the commissioner is given authority to 
act on his own initiative if he is con- 
vinced that any association is insolvent, 
has exceeded its powers, has failed to 
comply with any provisions of law, or 
is not carrying out its contract with 
members in good faith. 

The commissioner has no authority to 
apply to the courts for a receiver for 
any of these associations, but says the 
opinion, he can “probably get better re- 
sults by a proper exercise of discretion 
than could hope to be obtained by a 
court receiver.” 


Boyd Assistant to President 


The First National Life has appointed 
J. A. Boyd assistant to the president, 
Emory Folmar. Mr. Boyd is an insur- 


| ance man of many years’ experience. He 


was with the Folmar interests a number 
of years ago and since leaving them has 
served with the John Hancock Mutual 
Life and the Atlantic Life. 





Trust Officers Meet 


Insurance problems promise to come 
in for a large share of consideration at 
the trust conference of the southern 
group of the American Bankers Associa- 
tion being held in Montgomery this 
week. Lee S. Trimble of the Orlando 
Bank & Trust Co., Orlando, Fla., will 
speak on “The Life Insurance Trust in 
the South,’’ and C. Alison Scully, vice- 
president of the Bank of Manhattan 
Trust Co., New York, and chairman of 
the committee on insurance trusts, trust 
company division of the American Bank- 
ers Association, is billed for an address 
on “Elements of Success in Performing 
Trust Service.” 


Oklahoma Agency Honors Loomis 


A dinner was given at Oklahoma City 
Friday night for agency members and 
their wives by Robert H. Carter, gen- 
eral agent for the Connecticut Mutual 
Life, to honor President James Lee 
Loomis, who spent several days in the 
city, visiting the agency and investigat- 
ing loan conditions. 


Mobile ‘Office Moves 


The Mobile, Ala., offices of the First 
National Life have been moved to the 
Van Antwerp building. R. A. Burleson 
is manager. 


Opens Dallas Branch 


The Peerless Mutual Life of Corpus 
Christi, Tex., has opened a branch in 
the Mercantile building at Dallas with 
E. F. White, former vice-president and 
agency manager of the Fidelity Union 
Life of Dallas in charge. The Peerless 
has been operating six months and has 
$3,000,000 of life insurance in force. 


Eerecting Home Office Building 

The Industrial Life & Health of At- 
lanta is now building a five story home 
office structure to cost $300,000. Rein- 
forced concrete and fire-proof materials 
will be used. John N. McEachern, the 
president, is giving his time partly to 
the supervision of the new building. It 
will occupy two floors itself and the 
rest will be rented. 


Confederation Promotes Berkinshaw 
The Confederation Life announces the 

















promotion of J. H. Berkinshaw from 
assistant actuary to associate actuary. 
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PACIFIC COAST AND MOUNTAIN 















GILBERT IS NAMED MANAGER 





Takes Charge of Southern California 
for California State—To Have 
Four Assistants 





James L. Collins, superintendent of 
agencies of the California State Life, 
announces the appointment of Erle T. 
Gilbert as agency manager of its south- 
ern California office, succeeding William 
Gardner, resigned. Mr. Gilbert is well 
known in southern California, having 
been assistant manager in the Van 
Winkle agency of the Equitable Life of 
New York at Los Angeles for several 
years. He will have four assistants to 
aid him in the work of developing the 
eight southern counties of California 
and will have headquarters at 412 West 
6th street, Los Angeles. 

Mr. Gilbert was educated in the pub- 
lic schools of Chicago and Northwestern 
University at Evanston, Five years ago 
he entered life insurance work with the 
Equitable Life at Los Angeles. 


Peoria Field Force Meets 


The end of the “Bring home the 
bacon” contest of the Peoria Life in 
California, which was won by the San 


ager, was celebrated by a meeting at 


Los Angeles which was attended by 48 | 
President | 


members of the field force. 
Emmett C. May, Walter E. May, vice- 
president, and F. J. Bohls, editor of the 
“Peorian,” represented the home office. 
Merle W. Dancy, western supervisor at 
Los Angeles, was chairman and the 
speakers included Messrs. May, Dancy, 
Mooney, Frank Walker of Los Angeles, 
Aaron Cohen of Sacramento, G. } 4 
Church of Riverside, M. T. Wells of 








THE OTIS HANN COMPANY.INC. 


JACK ROBERTS HANN, PRES. 








y t | aviation department. 
Francisco agency, D. E. Mooney, man- | 


Chico, G. C. Appleton of Fresno and J 
A. Pittenger of Orange. Will G. Farrel 
of the Penn Mutual agency in Los Ap. 
geles was the principal speaker at th 
banquet. 


Bland Speaks to Russell Agency 


Frank W. Bland, Pacific Coast map. 
ager of THE NatTIonaAL UNDERWRITR 
spoke at a meeting of the John Newtoy 
Russell home office agency of the Pacific 
Mutual Life in Los Angeles last week 


on “Educational Insurance.” 
Robert F. Freeman, assistant agency 
manager, spoke on “Fixing the Prob. 


lem in the Prospect’s Mind.” 





Farewell Luncheon for Binder 


Alvin M. Binder, recently appointed 
district agent for the Massachusetts Mv. 
tual Life at Fresno, was feted by the 
members of the San Francisco agency a 
a luncheon on the eve of his departure for 
his new position. H. A. Binder, gen- 
eral agent, presided and brief “farewells” 
were made by all present. Among the 
“outside” guests in attendance wa 
James Rolph III, son of San Francisco's 
veteran mayor, who recently joined the 
general agency firm of James Rolph Jr, 
Landis & Ellis to assume charge of the 








Washington Figures Announced 


Life insurance in force in Washingtor 
Dec. 31 was $1,163,187,813 against $1,078. 














No Better Territory 
No Better Company 


No Better General Agent’s 
Contract Than Our Service 
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-We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 18 years. 
5. Up-to-date Health and Accident Policies. 


> wim to our Ranks oy extra ——- men of 
i 
ftable contracts. 
Very desirable open in : 
OHIO — INDIANA — KENTUCKY A 


Address S. M. CROSS, President 


OLUMBIA LIFE | 
INSURANCE COMPANY 


Cincinnati, Ohio 
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A Special Reserve Fund of $2,000,- 
000 protects principal and income 
against loss. 


CHICAGO TITLE & TRUST COMPANY 
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331,186 in 1928. This is divided as fol- 
lows: Ordinary $994,368,915; group, $76,- 
254,493; industrial, $92,564, 405. Net gains 
over 1928 are: Ordinary, $73,711,953; 
group, $4,679,841; industrial, $6,464,203. 

Production in 1929 was as follows: Or- 
dinary, $179,174,501, an increase of $16,- 
944,655; group, a decrease of $563,273; in- 
dustrial, $21,834,768, an increase of $317,- 
923. 


Opens Long Beach Office 


Roy H. Sheldon, general agent at Los 
Angeles for the Equitable Life of Iowa, 
has opened a district office in the Hart- 
well building, Long Beach, in charge of 
C. A, Gummers as district manager. Mr. 
Gummers has been a member of the 
Sheldon agency staff for some time and 
is well known as an instructor in sales- 
manship. 


Kelloway with Canada Life 


E. A. Kelloway, who has been assist- 
ant general agent of the Union Central 
at Los Angeles, has been appointed San 
Francisco manager of the Canada Life 
with headquarters in the California Com- 
mercial Union building. The appoint- 
ment was made by R. J. Trenouth, as- 
sistant superintendent of agencies, who 
has been making a trip on the Pacific 
Coast. Mr. Kelloway succeeds H. G. 
Ferguson, who goes to Vancouver to 
become an insurance broker. Mr. Kello- 
way was formerly located at the home 
office of the Equitable Life of Iowa. 








Campaigns by Dog Team 


C. C. Kitchen, general agent at Boise, 
Ida., for the Montana Life, is on a solo 
150-mile selling trip in the mining coun- 
try in the neighborhood of Cascade, Ida. 
A five-dog team is providing the trans- 
portation. 





Seattle Agent’s Record 


David Lake of the Seattle agency of 
the Equitable Life of New York paid 
for more than $250,000 of business with 
$5,721 premiums on 70 cases last year, 
his first full year in life insurance. He 
was a leading salesman for a hotel sup- 
ply and household hardware firm in 
Seattle. In the last 14 months he has 
placed 65 contracts for $290,000, of 
which $200,000 was paid for since Sept. 
1, 1929. 





Marthens Goes to Los Angeles 


E. A. Marthens has moved his head- 
quarters from San Diego to Los Ange- 


les and has taken charge of the Los An- 
geles office for the Great Northern Life, 
being in charge of southern California. 
He was general agent at Milwaukee for 
10 years. His office is in the Pershing 
Square building. Mr. Marthens was No. 
1 in individual life production for the 
oomeane in March. 

B. Hirons recently resigned as Los 
Pot 23 manager of the Great Northern 
to become claim representative for the 
Pacific Mutual Life at Dallas, Tex. 








Finds Improvement in Montana 


Harry L. Barton, agency director of 
the Lewis & Clark Life, reports that on 
the basis of new insurance written by 
the company, business conditions are 
showing a marked improv ement in Mon- 
tana. He said his company’s business 
had increased over 800 percent the first 
three months this year, 








Plan Farm Bureau Company 


The Utah State Farm Bureau is to 
organize a mutual life company for bu- 
reau members. The bureau organized a 
mutual fire company some years ago, 
which is functioning on a limited scale 
and in a conservative way. No details 
| regarding the life plan are available as 

yet. 





Discerns Return to Prosperity 
H. R. Cunningham, 


Montana Life, is convinced 
perity is returning. “In my opinion,” 
said President Cunningham, “we are on 
the way toward natural business recov- 
ery, better times and all-round happier 
conditions. A man who endeavors to 
make one believe times have been good 
during the last six months—since the 
stock market crash—is a fool. A man 
who believes that the tide is now turning 


president of the 
that pros- 


for the better, in my opinion, is telling 
the truth. If everyone will talk that 
way about it, then the tide will turn 


without question.” 





Opens Oakland Branch 


L. H. Bullock has been appointed 
manager of the Sun Life at Oakland, 
Cal., where a branch has been estab- 





lished. He has been district manager at 
Oakland and has built up a splendid 
business. 

Paid life business in the southern 
California department of the Reliance 
Life the first quarter increased more 
than 100 percent, according to Super- 
visor V. J. Adams. Frank X, Gehrie led 
with $164,000, 





Rate Books, etc. 
PRICE, $4.00 and $2.00 respectively. 





' Policy Literature. 


__ NEWS ABOUT LIFE POLICIES — 


New New Policies, ial iia Dividends, a Values, and all acai in 


Digest” and “Little Gem,” Published Annually in May and April respectively. | 


Supplementing the * ‘Unique Manual- 








ISSUING NEW POLICY FORM 





National Fidelity Life Offers Life Ex- 
pectancy Contract With Some 
Unusual Features 





Life has issued 
policy. It is on 


The National Fidelity 
a new life expectancy 
net level basis 
any higher premium forms as of original 
age at issue upon paying the difference 
in back premiums with interest, or if the 
conversion is desired at the 


it may be converted at any time within 





three years without evidence of insura- 
bility. 

The rates per $1,000 follow: 
Age Prem. Age Prem. Age Prem. 
20....$10.16 35....$14.48 50....$27.81 
Bisece Saee 40.... 17.36 55.... 36.39 
Pe.sce CEE GS.ces Be 60.. 48.84 

National Equity 

The National Equity Life has inaugu- 

rated a special expansion program and 


for this purpose is issuing “20 Payment 
Life Profit Sharing Agreement.” In ad- 
dition to the regular dividends starting 











and may be converted to | 


attained age | 


| 
| 
| 





at the end of the second year, a special 





| premium. At 


profit sharing fund is es- 
tablished upon the payment of the fifth 

the end of 20 years the 
distributed among the liv- 


accumulative 


fund will be 


ing policyholders. 
The participating rates per $5,000 are: 
Age Prem. Age Prem. Age Prem. 
10 $117.05 30 $163.05 50 $277.55 
15 125.10 35 181.90 55 333.40 
20 135.40 40 205.65 60 407.95 
25 147.90 45 236.45 65 533.30 





United States Life 


Insurance of $1000 to age 65 and a $10 
monthly life income guaranteed for at 
least 100 months is the latest addition 
to the United States Life line of con- 
tracts. This form is provided especially 
for men who have no dependents. Prem- 
iums for the new policy follow: 

Prem Age I! 

20 $17.16 35 $29.80 50 $ 
20.00 40 38.70 55 1 

30 23.85 45 52.15 60 252. 


Age 





Universal Life 


The Universal Life of St. Louis has 
quit writing monthly payment business, 
and is now accepting applications only 
quarterly, semi-annual or annual 
A departure has been made in 


on 
basis. 








WASHINGTON 
AND OREGON 
Managers and 


General Agents 
Wanted 








The Liberty 
Life Insurance 
Company is start- 
ing the year 1930 
with nearly dou- 
ble the amount of 
business written in 
1929. There is a 
reason. Our 
unique and attrac- 
tive policies and 
Home Office co- 
operation are the 
answer. Open ter- 
ritory still avail- 
able in the above 
States. 

















THE 


LIBERTY LIFE 


INSURANCE 
COM PANY 


Topeka, Kansas 


Charles A. Moore 
President 


Edward C. Wills 


Superintendent of Agencies 
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THE COLUMBIAN NATIONAL 


is a Symbol of 
Progressiveness 
Strength 


Liberality 





The Best in Life, Accident and 
Health Insurance is our Specialty 


THE COLUMBIAN NATIONAL LIFE INSURANCE CO. 


Boston, Massachusetts 
Arthur E. Childs, President 





For further information, communicate with nearest GENERAL AGENT 
or our AGENCY DEPARTMENT, 77 Franklin St., Boston, Massachusetts 

















Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 








Life Health “Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 








Onto - Inprana - Micuican - Kentucky - PennsyLvaNnia 
i] West Virncinia - Texas - Oxtanoma - Catirornia - ILiinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 














FIFTEEN YEARS 
OF PROGRESS 


Legal Reserve Life Insurance Admitted Assets 


in Force 
re «eee 97,686 ere 
eee SS =o g(a Cee 94. 
Sa MS i Se. eee SC, 
RE cocccee Qameeee)=s «3953... . viminieinien ee 
eee OS ..OC;!Ct=*=‘=“ 
Sti écsadaeewause 365 1929............. 133,931,890.94 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 


























HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 





placing business on negro lives. Here- 
tofore the company had been writing 
negro risks from three months to 65 
years and accepting business on non- 
medical basis. Hereafter applications 
from negroes fro m15 to 45 years will 
be considered on medical examination. 
Rates have been revised upward some- 
what. 





National Guardian Life 


The National Guardian Life is the lat- 
est to adopt the family income policy 
guaranteeing $10 monthly income during 
the dependent period of minors with 
face amount payable in a lump sum 
thereafter. 

The rates per $1,000 on the policy, 
which is an endowment at age 85, fol- 
low: 


10-Yr. 20-Yr 10-Yr. 20-Yr 
Age Plan Plan Ag Plan Plan 
21....$18.87 $21.78 40.... 30.80 36.06 
a 20.40 23.54 45.... 37.27 44.51 
30.. 22.90 26.45 50.... 46.52 57.17 
35.. 26.30 30.39 65.... 59.76 eee 





Pacific Mutual Life 


The Pacific Mutual Life will continue 
its present dividend scale for the coming 
year which starts July 1. 





Metropolitan Life 


The Metropolitan Life has adopted im- 
proved ordinary, intermediate and spe- 
cial class policy forms. They make the 
continued insurance feature the automatic 
option instead of a paid up feature as 


—_= 


at present. Where accumulated diy, 
dends are left with the company, inter, 
est is added to the cash value in & 
termining the amount of paid up or co, 
tinued insurance. 














Southern States 


The Southern States Life of Atlan, 
is now issuing the new “four months 
disability clause. The rates with month) 
disability follow: 














Ord. 20 20 Yr. 

Age Lif y End. 
15 “$17.45 $27.40 $50.24 ; 
20 19.00 28.92 50.77 23.6) 
25 21.17 31.11 51.54 tt 
30 23.90 33.66 52.61 31.8) 
35 27.43 36.72 54.29 38.35 
40 32.40 40.95 56.89 2 
45 39.01 46.96 60.52 60.5: 
50 47.94 54.84 66.11 82 
55 60.17 65.59 74.97 125.9 

American Provident 


Lower rates for whole life and 20-pay 
policies have been adopted by the Ameri. 
can Provident of Houston, Tex., without 
however, changed in forms or values o& 
in rates on liability or double indemnity 
The new rates at representative ages 
are: Whole life, age 25, $15.54; 35, $20.66 
45, $30.13; 20-pay, age 25, $23.68; 3; 
$28.89, and 45, $37.68. 


Manufacturers Life 


The Manufacturers Life of Canad 
has abolished the quinquennial dividend 
plan, all policies now being written on 





the annual basis only. 








ACCIDENT AND HEALTH FIELD 
— 

















UNUSUAL DIVIDEND CONTRACT 


Great Western of Des Moines Cam- 
paigns with New Policy Featuring 
Low Cost 








An unusual accident policy has just 
been introduced by the Great Western 
of Des Moines and is being made the 
object of a special drive. The contract 
features a low net cost by means of 
dividends returned each five years over 
a 20 year period. It is calculated that 
these dividends, together with the prob- 
able claim payments over the 20 year 
period, will return approximately 50 
percent of the premiums paid. The pol- 
icy sells at a flat rate of $13 a year. 
It is written up to age 50, normally ex- 
pires at age 60, but may be continued 
to age 70 at the option of the company. 

The contract pays $5,000 principal 
sum for death from any train accident, 
including street cars and other public 
carriers, except airplanes. It pays $150 
hospital expenses and $100 on being re- 
leased from hospital. There is a $1,000 
accidental death benefit covering auto- 
mobile accidents, with $90 hospital ex- 
penses and $60 on leaving the hospital, 
and $500 accidental death benefit for any 
other accident, including airplanes, with 
$60 hospital expenses and $40 on leav- 
ing. 

In addition the contract pays the 
principal sum for loss of both hands, 
both feet or both eyes, and specific 
graded benefits for lesser injuries. 





To Dedicate Home Office 


President H. R. Kendall of the Wash- 
ington Fidelity National at Chicago 
announces dedication exercises at the 
new home office in conjunction with the 
managers’ meeting and convention 
which will be ‘held early in October. 





Collins on Conference Program 


J. P. Collins, president of the National 
Association of Accident & Health 'Man- 
agers Clubs, agency supervisor of the 
National Casualty, Detroit, will be one 
of the chief speakers at the annual 
meeting of the Health & Accident 
Underwriters Conference at Wawasee, 
Ind., June 3-5. His subject will be, 
“The Responsibilities of the Accident 
and Health Agent to the Public and to 
His Company.” As usual the confer- 
ence dinner will be one of the features. 
The entertainment is to be provided by 





the Lincoln National Life of Fort 


Wayne, Ind. 


Miller Made Vice-President 


W. G. Miller of the Pacific Mutua! Life 
was elected vice-president of the Acci- 
dent & Health Managers Club of Chicage 
at its annual meeting, filling the 
vacancy caused by the resignation of & 
S. S. Chisholm, formerly manager of the 
accident department of the Rockwood 
Company, who has relinquished that 
position to take up personal production 

President Percy G. Smith announced 
his committee appointments for the new 
year. The chairmen are: Donald A 
Drury, Massachusetts Accident, member- 
ship; D. W. McFall, Continental Casualty, 
entertainment; L. D. Edson, Zurich 
program. A special committee was 
named to draft the amendments to the 
by-laws proposed at the last meeting, 
changing the annual meeting to May 
and combining the offices of secretary 
and treasurer. 

Plans for the first convention of the 
National Association of Accident Mana- 
gers Club, to be held in Chicago June 
5-6, were discussed. 

Hugh Purple, accident underwriter of 
the Travelers in the Chicago office, ad- 
dressed the club on the selection of acci- 
dent risks. 


Grant Is Seattle Speaker 


SEATTLE, WASH., April 23.—The Ae- 
cident & Health Managers Association 
had W. T. Grant, president of the Busi- 
ness Men’s Assurance, as honor guest at 
its monthly meeting. 

Speakers included Albert Balch, for- 
mer national traveling secretary of the 
Sigma Alpha Ebsilon fraternity, wh0 
spoke on “Some Important People ani 
Interviews I have Had”; W. L. Parkins, 
general agent of the Sentinel Life, Wil- 
liam Boyd of the Barron - Eastman 
Agency and C. L. Burt of the Souther? 
Surety. 





Changes in Mutual of Richmond 


J. N. Walker and R. A. Throckmorton 
have retired as president and vice-presi- 
dent respectively of the Mutual of Rich- 
mond and have been succeeded by Boll- 
ing H. Handy as president and Lewis G 
Larus as vice-president. This was i? 





accordance with an agreement reached \5 
a year ago when control of the company [7 


was acquired by a group of Richmond 
business men and financiers. Mr. Handy, 
who was elected chairman of the board 
at that time, retains this post in addi 
tion to the presidency. The company 
confines its writings to industrial and 
sick benefit business and does business 
only in Virginia. 
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What Organization Methods‘ Have 


[Done for Great Corporations, They Can 
Do for Individual Insurance Agents 


Corporate organization methods con- 
tain valuable hints for individual life 
salesmen, Hugh D. Hart, vice-president 
of the Penn Mutual, declared in his ad- 
dress at the annual convention and sales 
congress Of the Tennessee Association 
of Life Underwriters at Memphis. “If 
you can make a nation great, so that it 


‘surpasses all other nations in composite 


Canada 
lividend 
itten on 





‘results that accrue from fine and efficient 


organization, can not the individual adopt 
some of the principles of organization 
and adapt these principles to his own 
daily work?” Mr. Hart asked. 

Evidence that life solicitors have not 
so organized themselves, according to 


| the speaker, is the fact that the aggregate 
/ insurance in force is only slightly greater 


than this nation’s annual income. In- 
stead of one hundred billion in force, 


| there should be five hundred billion, Mr. 
| Hart declared. 
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The speaker predicted greater self-or- 
ganization among life underwriters 
within the next few years with the re- 
sult that ambitious salesmen will vastly 
multiply their productivity while indif- 


' ferent agents will be eliminated. 
' Life Producers Must 


Organize Their Time 

The life producer, Mr. Hart stated, 
may first of all organize his time. Each 
producer must first, however, realize 
that a time problem exists. To make 
the discovery, Mr. Hart suggested that 
agents record the minutes of their activ- 
ity during certain half-hour periods. 
“Keep that up for a week,” he said, “and 
if you decide you do not have a time 
problem and a need for reorganization, 
you are one of those modernists who 
has already geared himself up to the 
spirit of these times.” 

Another recommended part of self-or- 





ganization is intelligent arrangement of 
program. “Put important things first.” 
The first task of a life salesman is to 
sell life insurance. Since life insurance 
is sold only in the presence of prospect, 
“all possible daylight hours should be 
spent in the presence of persons who 
are able to buy life insurance and who 
need it.” Office details should be per- 
formed when it is not possible actively 
to solicit. 

Furthermore, will power should be 
organized, Mr. Hart said. Agents should 
conceive great projects; their goal should 
reach the millions. Often men of infe- 
rior intelligence and personality, Mr. 
Hart said, attain great success because 
their ambition is limitless, while men of 
greater innate capacity are mediocre pro- 
ducers because their vision is weak. “A 
combination of vision and will,” the 
speaker declared, “makes a man carve 
his way upward to great goals.” 


Individual Genius No 
Match for Group Mind 


Organized sales talks are another fea- 
ture of Mr. Hart’s creed. “I do not be- 
lieve there is anyone in the audience to- 
day,” he said, “who can formulate a sales 
argument that will sell as much life in- 
surance in as large a percentage of cases 
as can be done if I select ten of the 
greatest minds in the business—master 
salesmen who know the country problem 
and the city problem, the problem of the 
small insurer and the big insurer—and 
these great minds concentrate upon 
working out and trying out and testing 
out sales plans. We need more sales 
clinics, more engineers of modern or- 
ganized salesmanship, to help us solve 
this problem.” 

Mr. Hart compared the agent using an 
organized sales talk to a diminutive 


pugilist of his acquaintance who chal- 


lenged all comers in mining camps. The 
miners had greater physiques and 
strength, but none could combat the pro- 
fessional whose strength was organized 
and specialized. 

“In life insurance,” Mr. Hart stated, 
“we have one of the greatest problems 
that has ever confronted America, the 
problem of adequately insuring the peo- 
ple of this country. What greater prob- 
lem is there before the American people 
than that of adequate economic security? 
And yet, have we ever called together 
the great master minds of the business 
to lay before us modern, organized meth- 
ods and book the best sales engineering 
brains that can be brought together, so 
that the individual as he goes around 
with his rate book will depend, not upon 
his more or less limited experience, in- 
genuity, creative ability, but so that 
every agent in all the land should have 
at his disposal the pooled, composite 
sales genius of the best minds in the 
business? I am glad to say there are 
some companies who are doing that. 
Keep your eye on those companies that 
recognize that great characteristics of 
modern organization which calls forth 
the best brains, makes the product of 
those brains the property of all, and you 
are going to find that in those companies 
men are forging ahead. Because they 
have organized their methods.” 
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“The Toughest Guy I Ever Tackled,” 
reported James J. Higgins, district man- 
ager of the Confederation Life at Sud- 
bury, in his service card accompanying 
an application for $10,000. The applica- 
tion was from himself, in response to a 
head office suggestion that agents and 
employes should see to their own insur- 
ance coverage. 





When the young man sees in life in- 
surance a form of property that is rec- 
ognized by the employer as a certificate 
of the applicant’s mental and moral 
make-up, sees it as the cornerstone of 
credit, sees it as the authority for as- 
suming the obligations of a family, sees 
it as the one safe method for providing 
for a financially honorable old age—then 
in truth it will be a poor sort of an 
individual who will not plan to buy all 
that he can manage to carry.—Kiwanis 
Magazine. 

‘ee a 

“In building my sales plan, it has been 
my custom for years to enter on a card 
each new idea as I discovered it, either 
through reading or sales practice. Then 
whenever I prepare an important sale, 
I review the cards and pick from them 
the particular thoughts which apply to 
the specific case. 

“I make my plans in any case at the 
start with one objective in mind, 
that objective is to have the prospect ex- 
amined. For until the prospect is ex- 
amined he is only a suspect.”—Theodore 
Riehle, 


* * * 
“IT work always, I ponder things 
deeply. If I seem always ready to reply 


to anything, to confront anything, it is 
because, before undertaking anything, I 
have thought it over for a long time; 
I have foreseen everything that can 
happen. It is not genius that reveals 
to me suddenly what I must say or do 
on occasions which take others by sur- 
prise, it is reflection! Meditation! I 
work all the time.”—Napoleon. 


Read The National Underwriter regu- 
larly. Subscribe for a personal copy. 





profit to the agent. 


New Low Cost Insurance 


The 1930 dividend scale reduces the net cost of 
Fidelity’s Low Rate Life Policy to very low figures, and 
offers a policy easy to sell in large units with consequent 

















ILLUSTRATION 
Net Cost* $10,000 
Age Ist yr. | 10th yr. | Aver. for 10 yrs. 
25 $137.90 133.60 $136.00 
35 191.00 181.10 186.60 
45 284.50 264.40 275.10 
55 458.40 424.90 441.70 
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*Based on 1930 Dividend Scale—Not guaranteed. 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


MUTUAL LIFE 





ble agents. 


resented. 














SERVICE LIFE 
INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
An unusual agency 
proposition is extended in districts 
where the company is not now rep- 


For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, Secretary-Treasurer 


Home Office 


Lincoln, Nebraska 
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Business Created By 
A Line He Didn’t Write 





A 

m \S they read 
their newspapers one eve- 
ning, two lifeinsurance men 
noted the appointment of 
a new general manager of a 
local factory. A successful 
business man had not 
moved a third of the way 
across the continent with- 
out inducement. He looked 
like the month’s best pros- 
pect to these alert salesmen. 


But there was an extra 
note of cordiality when he 
said to one of them: ‘Oh, 
yes, The Travelers. I’ve 
dealt with their safety 
engineers during the past 
three years. The plant I 
managed before I came here 
carried compensation in- 
surance in your company 
and with the help of those 
engineers we cut our acci- 
dents way down. Saved 
some money on our insur- 
ance and a lot more on those 
expenses which attend all 
factory accidents. I’m going 
to put in a couple of eve- 
nings working here at the 
office but if you want to see 
me after dinner some night 
toward the end of the week 
I'll listen to a little advice 
on life insurance.’’ 


****This agent had never 
written a workmen’s com- 
pensation insurance policy 
in his life but he profited be- 
cause his company did. In 
fact, The Travelers writes 
more workmen’s compen- 
sation insurance than any 
other company; in this line 
alone it insures over 70,000 
employers of labor. Its fine 
service to big business 
smooths the way for many 
a successful life insurance 
interview. 

If you know a man who ought 
to be in the insurance business, a 
man who should get started right, 
who would profit from Travelers 

WES training, put 
him in touch 
with the near- 
est Travelers 
branch office, 
or Walter E. 
Mallory, Agen- 
cy Secretary of 
The Travelers 

Companies 
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STRONG SPEAKERS SCHEDULED 


Whatley, Doyle, Riehle, Darby and 
Adams to Address Illinois Asso- 
ciation at Springfield 


Seaborn T. Whatley, president of the 
National association, is one of the head- 
liners scheduled to address the Illinois 
Association of Life Underwriters at the 
sixth annual convention in Springfield 
May 2-3. His subject is, “Association 
Work.” The session will open with a 
banquet the evening of May 2. A gen- 
eral meeting and sales congress will 
be conducted the next morning and 
afternoon. 

In addition to Mr. Whatley, Cornelius 
J. Doyle, counsel for the Illinois de- 
partment, will speak. on “Observations 
and the Need of Insurance Legislation 
in Illinois;’ Theodore Martin Riehle, 
associate manager of New York City for 
the Equitable Life, on “Business Insur- 
ance;” Raymond J. Darby, assistant 
vice- president, First Union Trust & Sav- 
ings Bank, Chicago, “Development of 
Life Insurance by Trust Companies,” 
and Claris Adams, executive vice-pres- 
ident, American Life of Detroit, on “Life 
Insurance and the Life Underwriter.” 

*x* * * 

Waterloo, Ia.—At the Waterloo asso- 
ciation’s April meeting Walter Scott of 
the Penn Mutual at Marshalltown, Ia., 
was the principal speaker. 

* * * ‘ 

Toronto, Can.—H., P. Gravengaard, gen- 
eral agent of the Aetna Life at Colum- 
bus., O., addressed the Toronto associa- 
tion on “The Greatest Business in the 
World.” 

* *« * 

Houston, Tex.—‘“Acting as the umpire 
between the surviving partners or stock- 
holders and the family of the deceased 
member of the business is one of the 
many broad services rendered by the 
trust companies in the administration of 
business insurance,” W. Leslie Coleman, 
trust officer of the San Jacinto Trust 
Company, told the Houston association 
at the April meeting. 

“Business insurance, however, has 
broader uses than that of protecting the 
family of the deceased partner or stock- 
holder,” Mr. Coleman continued. “It is 
of untold value to the business firm 
itself, in that it can be used to bolster 
up credit, to insure against the loss of 
earning power of the one who is gone, 
and to assure creditors of the permanent 
organization of the concern, thus mak- 
ing possible more extended credit in the 
present and, in the advent of the con- 
tingency happening, presenting the call 
of demand notes and the request for pay- 
ment of current accounts when a mem- 
ber of the firm passes away.” 

ok 

Mansur B. Oakes of the R. & R. 

Service, Indianapolis, told the Boston as- 
sociation at a dinner Tuesday night that 
“The Royal Road to Production” is not 
a mythical road, but a highway marked 
by five outstanding guide posts—mental 
attitude, definite plans, knowledge of the 
fundamentals of the business, field sys- 
tem and selling technique. 

*x* * * 

Bismarck, N. D.—Organization of life 
insurance men into the Slope association 
was effected last week in Bismarck. Life 
insurance agents in western North 
Dakota are eligible to membership. E. 
A. Thorberg, Great West Life, is presi- 
dent; H. H. Hafstrom, Guardian Life, 
vice-president; C. E. Pickles, Reliance 
Life, secretary, and A. C. Staak, Western 
Mutual Life, treasurer. Mr. Thorberg, 
c. C. Hoskins and Thomas J. Haggerty 
were named members of the executive 
committee. All reside in Bismarck. 
Messrs. Thorberg, Pickles and H. M. 
Derrig, Mandan, were named on a mem- 
bership committee. 

x * * 

Erie, Pa.—Mansur B. Oakes of the In- 
surance Research & Review Service, In- 
dianapolis, spoke at the Erie associa- 
tion’s luncheon this week. 

*x* * * 

Cleveland—aAt the April meeting of the 
Cleveland association C. H. Voorhees, 
chief counsel for the Connecticut Gen- 





eral Life, spoke on “Commissions Plus.” 

The first of the three educational con- 
ferences to be held in May, September 
and December is scheduled for May 19. 
The subject will be business insurance. 

At a special meeting of the general 
agents, supervisors and industrial groups 
of the Cleveland association Paul D. 
Brown of the Brown & Ward Company 
spoke on “The Ideal Sale.” This was a 
forerunner to the series of dramatiza- 
tions on “The Log of a Salesman” to be 
given April 29 and May 1. 
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Buffalo—Abner Thorp, Jr., editor of the 
Diamond Life Bulletins, spoke at the 
luncheon of the Buffalo association this 
week on “The Essentials of Life Under- 
writing.” The annual meeting of the 
Buffalo association will be held May 22. 


* * * 

Saginaw, Mich.—Questions of business 
and commercial law as they apply to 
life insurance were taken up at length 
at the monthly meeting of the Saginaw 
association. Fred M. Bullock, chairman 
of the educational committee, led the dis- 
cussion. The June examination for the 
Cc. L. U. degree was also considered. 


*x* * x 
Sioux City, Ia.—At the April meeting 
of the Sioux City association C. W. Tim- 
berlake, Iowa agency superintendent for 
the New England Mutual Life; Raymond 
N. Klass, Cedar Rapids insurance at- 
torney, and Leonard J. Manley, president 
of the Security National Bank, were 
speakers. 
: + 
St. Louis—Harry Wright, associate 
manager of the Equitable Life of New 
York in Chicago, was the guest speaker 
at the meeting of the St. Louis associa- 
tion April 21. His subject was “Playing 
the Game of Life Insurance.” Mr. Wright 
has been in the millionaire class as a 
producer for the past six years. 
*x * * 
Minneapolis—The Minneapolis associa- 
tion will hold its annual institute May 
19-20. Governor Christianson of Minne- 
sota was on ‘the program at the luncheon 
meeting this week. 


American Bankers Supervisors Meet 


State supervisors of the American 
Bankers met in Lexington, Ky., last 
week for a three-day session. The home 
office was represented by H. C. Welch, 
vice-president, and E. R. Jones, auditor. 
W. B. Griffin, Kentucky supervisor, with 
headquarters in Lexington, had charge 
of the meeting and there were supervi- 
sors present from Illinois, Indiana, Ohio, 
Michigan, Missouri, Tennessee and Ken- 
tucky. 


Life Notes 

Bryant Gale succeeds Joe Smith, who 
has been transferred to Milwaukee, in 
the group department of the Aetna Life, 
at St. Paul. 

Harry E. George, who for several years 
has been special agent for the North- 
western National Life in St. Paul, has 
left that company to become associated 
with the Anchor Casualty. 





Group Insurance Executive 


Available 


An official of a large Eastern Insur- 
ance Company, with over ten years 
experience in selling and underwrit- 
ing all forms of Group Insurance is 
desirous of changing to a smaller 
company. Details of experience will 
be submitted upon request. 


Address P-39 
The National Underwriter 








ACTUARIES 








CALIFORNIA 
Barrett N. Coatzs Cart E. Hearvars 





Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 Se. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


168 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 
° Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAGHT. DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 
ps a’ rown Building 





800 Securities B 
Kansas City, 





NEW YORK 





M iles M. Dawson & Son 


CONSULTING 
ACTUARIES 


8s W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E, Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 














J. iieCosee 
. UNSELOR 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
a Examinations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The w of Insurance 4 


ty. 
Colcord Bldg. OKLAHOMA CITY 
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Organized 1850 


THE UNITED STATES LIFE 'SSVRAnS® 
In the City of New York 
Over 78 Years of Service to Policyholders 

Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


Non-Participating Policies Only 





il 











—--— 





